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Sparks 


European holdings of American 
stocks and bonds are estimated to 
total about 3 billion. | 


Service - winded “Genlers will 
warn drivers that lack of care 
will make them. carless. 

= + + 


Better Be Careful 

St. Gabriel’s school in Washing- 
ton blows the horn with this safety 
warning: “It’s easy to jay-walk 
from here to hereafter.” A District 
Park (Md.) safety float warned 
that “Carelessness Causes Grave 
Problems.” 

* * a 

Japan Door Opened 
| The Office of International Trade 
last week announced that applica- 
tions of businessmen for permits to 
visit Japan will now be accepted. 
Entry into Japan will begin Aug. 
15, 1947, and visits will be allowed 
for a period “ m es 


Aye for Neigh” 

Picketing on horseback is legal, 
the attorney general of Ontario 
ruled. With the new-car shortage 
and a predicted advance in the 
price of shoes, the idea of putting 
dobbin on strike duty is not as 
dubious as it would seem at first 
thought. 


* 


Must Work to Picket 


An Administration - backed bill 
banning picketing of a struck plant 
by nonemployes has been signed by 
Pennsylvania’s Gov. James H. Duff. 
The new law, which will go into 
effect on Sept. 1, makes it an unfair 
labor practice for persons not em- 
ployed by a concern to picket it. 

* + 


Building Curb Of 


Under the new Federal Housing 
| Law, all restrictions are removed 
from new buildings, except for 
recreational and amusement pur- 


poses. 

Dealers desiring to build need 
not now secure any permits or 
permission from the Housing Ex- 
| pediter. 


* * * 


Trend Reversed 


In one of every three elections in 
June, workers rejected any union 
at all, according to National Labor 
Relations Board. Of the 140 bar- 
gaining elections, 32 percent were 
against any union representation. 

Independent unions won in 54 
percent of the elections, CIO 55 
percent, AFL 52 percent. 
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In Auto 


50,000TH POSTWAR FORD built at the 


im © ctaate conmmeny Go 0 soln ot Gn Sant seman tHe 


Piant Manager A. L. Edwards, left, and 
fenders; Superintendent A. ©. Conant, at 
holding tape. 

Jack Young, Claude’ Gearhart, 


and P. L. 


at wheel; Jack Smith, left, and R. A. 
Others, left to right, are Charlies McDorman, Dan Jarvis, Bill Halloran, | form 
Mullins. 


mi 


‘ Poon 


DETROIT, AUGUST 4, 1947 


Spotlight 


reaks the tape 
event are 
Roberts, on 
Rhodes, 


Long Beach (Calif.) plant 


Celebrating the 
District Sales 2 Manager a. P. 


Short U.C. Boom 


Seen in Wake of 
Credit Decontrol 


New Terms May Allow 
24 Months on Payment 
Of Balance for ’47s 


ERMINATION of federal con- | 


trols over consumer credit will 


ultimately result in an overall -soft- |’ 


ening of used-car prices, it was 
forecast last week. 

Finance company officials and 
used-car dealers, in making this 
prediction, said they expected the 
price drop to follow a short-lived 
boom in the market immediately 
after Regulation W goes into the 
discard. 

At press time Thursday, the 
controls were still scheduled to 
expire at midnight Oct. 31. The 
expiration date was set in a bill 
passed by Congress shortly be- 
fore the July 27 recess. 

President Truman, however, still 
had taken no action on the meas- 
ure by Thursday evening, and there 
was considerable belief that he 
would issue an executive order 
within a few days wiping out Reg- 
ulation W at once. 

* * * 

T WAS recalled that the Presi- 

dent had originally declared that, 
unless Congress gave the Federal 
Reserve Board permanent author- 
ity to control credit, he himself 

(Continued on Page 28, Col. 3) 


Strike Hits 3 Makers 


Murray ‘Liability’ Walkout Halts Studebaker, 
Curtails Ford and Dodge Truck 


By Mac Gordon 
Staff Writer 

DETROIT.—The UAW’s attempt 
to escape legal responsibility for 
wildcat strikes kept Lincoln and 
Mercury assembly lines closed 
Thursday and also forced curtail- 
ment of production of Ford and 
Dodge trucks and Studebaker cars. 

Ford and the UAW resumed ne- 
gotiations Thursday over union de- 
mands for a contract clause pledg- 
ing that the company will not sue 
the union for contract violations. 
The UAW threatened to call a 
strike of all Ford workers this 
week unless an agreement is 


The Ford, Dodge and Stude- 
baker cutbacks were attributed to 
the continuing strike at Murray 
Corp. here, supplier of bodies and 

parts. The Murray strike 
was the first staged by the UAW 
in its drive for “Taft-proof” con- 
tracts. 

The UAW was seeking to nullify 
the effect of the section of the 
Taft-Hartley, law permitting dam- 
age suits to be filed against unions. 
John L. Lewis has already obtained 
an exemption clause in his con- 
tracts for the coal miners. 

International Harvester on Wed- 
nesday proposed a possible solution 
to the UAW demands. Internation- 
al’s refrigeration plant at Evans- 
ville, Ind., has been struck since 
July 17 by UAW workers seeking 
the abolition of no-strike clauses in 
their contracts. - 

(Continued on Page 29, Col. 1) 


OLDEST CHEVROLET TRUCK, hunted 


licensed 


THIS WEEK—NET PAID ABO 


29,661 


$6 Per Year, 25c Per Copy 


Car Price Boosts Loom 
As Steel Rise Menaces 
Cost Absorption Plans 


Latest Jump Held ‘Last Straw’ in Material, Labor Hikes; 
Some Makers May Have to Take Action Soon, 
Others May Hold Off Until 1948 


By Bernie Thomas 
Staff Writer 

eae new car prices loomed 
more than a prospect last week. 
In some instances, they appeared 
a certainty as an inflationary cycle 
emanating from John L. Lewis’ 
record-breaking coal-wage agree-, 
ment, hit the auto industry in the 

of higher steel costs. 


throughout the nation in a contest, turned 
teader. oe eee ee 


and operating 
Storey ‘‘brands’’ here with his circle-heart. It was presented to him by J. W. —. 
manager of Chevrolet’s truck department, as Mrs. Storey and Montana Cowgirl Merle 
Spears, right, look on. Nearly 7,000 old-time Chevrolet trucks were entered in the 
contest won by this vehicle, which was one of 384 built by the division in 1918, its 
juction. 


| first year of truck prod 


Chevrolet, Buick 
Station Wagon 
Prices Up $100 


DETROIT.— Two divisions of 
General Motors announced price 
increases on “luxury” models last 
week. Chevrolet increased the 
price on its station wagon $100 
and on its convertible $75, while 
Buick jumped the price of its es- 
tate wagon $100. 

The other three GM _ divisions 
reported no plans for price hikes 
in the near future. 

The reasons given by Chevrolet 
and Buick were that a relatively 
high percentage of parts supplied 
by outside sources have increased 
sharply in cost during recent 
months, and the fact that these 
models are produced in low volume. 


Production 


Automotive News Estimates, 
U. 8S. Cars, Trucks 


701 
* 77,910 





76,738 


Last Prev. 1946 
Week Week Week 


For complete production totals 
by makes, see table, page 34. 


United States Steel Corp. and 
Bethlehem Steel Corp., producers 
of more than half the nation’s 
steel, completed a series of price 
hikes which it was estimated will 
cost consumers more than $300,- 
000,000 


According to preliminary esti- 
mates, new steel prices averag- 
ing $6 to $7 a ton will add from 
$10 to $15 to the cost of building 
@ car. 

The hikes became effective on 
steel shipments dispatched last 
week. 

Big Steel’s action followed Presi- 
dent Truman’s warning that “in- 
creases in the price of steel would 
have a widespread inflationary ef- 
fect.” 

i ee of = companies 

at or near ca- 

pacity rates rates, which are expected 
maintained throughout 

3a 


It was believed that many auto 
makers will find it impossible to 
absorb the increases without rais- 
ing prices on cars. 

* cm 7” 
a makers feeling the 
blow hardest were those who 
have gone along for months ab- 
sorbing an ever-increasing burden 
of rising labor and material costs 
without raising their own prices. 

Companies in that position now 
may announce price hikes on cars 
which will take into account their 
new steel bill, plus other increases 

(See CAR PRICES, Page 30, Col. 3) 


2 Millionth Car Built in °47; 
Week’s Total Up to 89,701 


| TH= two-millionth passenger car 
built in the U. S. during 1947 
|rolled off the nation’s assembly 
lines last week. 

During the week U. S. plants 
turned out an estimated 67,487 cars 
and 22,214 trucks—a total of 89,701 
units. This is about 13,000 vehicles 
more than were turned out the 
week before, as most General Mo- 
tors resumed after a week’s layoff 
due to steel shortages. 

According to Automotive News’ 
revised tabulations, U. S. plants 
built 58,152 cars and 23,586 trucks 

(total 76,738) for the week ended 
duly 26. 


Meanwhile, the -Murray Corp. 
strike crippled Ford operations in 
the Detroit area. Most of Ford’s 
manufacturing operations were 
forced to suspend activity on Wed- 
nesday for the balance of the week. 

* * * 


(pees were expected to 
resume today (Aug. 4), but it 
was believed that Ford would be 
able to operate only two or three 
days a week if the Murray strike 
remains unsettled. 

Ford had already suspended out- 
put of coupes, convertibles and sta- 
tion wagons earlier in the week. 

(Continued on Page 34, Col. 1) 











OKLAHOMA CITY.—When will 
various new models make their 
debut, and how much will they be 
changed ? 

The Daily Oklahoman supplied 
part of the answer last week in a 
survey of car dealers in this city. 
How well the various factories 
have guarded their plans (or 
pledged their dealers to secrecy) 
is revealed in the following round- 
up of dealer replies in the survey: 

FORD—All-new car will be 
much wider, built lower to the 
ground, and will use more glass. 
No extreme mechanical changes 
are expected. All new design, new 


Akers on Coast 
For Series of 


Dealer Sessions 


DETROIT.—F. H. Akers, vice- 
president and director of sales for 
Dodge, left Detroit Thursday on 
his annual trip 
to visit Dodge 


dealers on the 
West Coast. 
Akers, who will 


be in the West 
for approximate- 
ly a month, will 
address dealer 
meetings in Los 





Angeles, San 
Francisco, Port- 
F. H. Akers land, Ore. and 


Seattle, Wash., in 
addition to contacting individual 
dealers and smaller groups out- 
side the metropolitan areas. 

In his talks to the dealers, Akers 
will stress the importance to all 
Dodge dealers of making plans to- 
day that will equip them to meet 
forthcoming competitive condi- 
tions. Akers will describe the plans 
that Dodge has inaugurated to as- 
sure Dodge dealers the most com- 
prehensive support in providing 
them with the best possible prod- 
ucts, as well as overall aid in their 
sales, service, parts and accessor- 
ies, and business management 
problems. 

In addition, Akers will show the 
dealers a motion picture of the 
Dodge Truck Exhibit, which was 
held at the Detroit State Fair 
Grounds recently, at which a total 
of 217 trucks and 51 manufacturers 
and distributor’s exhibits were dis- 
played. 


Tex. Dealers Pick 
Oct. 12-14 


GALVESTON.—tThe 1947 conven- 
tion of the Texas Automobile Deal- 
ers Assn, will be held here Oct. 12- 
14. The meeting had been post- 
poned to fall because of overtaxing 
of room accommodations at Gal- 
veston immediately following the 
Texas City explosion disaster only 
10 miles from Galveston. 

A program including speakers of 
national prominence will be an- 
nounced shortly, state headquar- 
ters of the association at San An- 
tonio announces. 





PRIMING THE PUMP for Michigan’s big 
champion to compete for national honors at American Trucking Assns.’ 


Los Angeles this fall, S. H. Rose, president 
and chairman of the 


champion 
grounds in Detroit Aug. 9 with at least 25 


for champ in each of three divisions: straight truck, truck semi-trailer and truck and 


four-wheel trailer. 


Here’s the Dope 


Dealers Offer Their Information 
On Model Changes, Dates 








































Roadeo Committee, was photographed with Virginia Green, a 
redeo rider. The Michigan Roadeo is scheduled for the Michigan State Fair 
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springs, more visibility and much | 

more luggage space. Cars ex- 

pected after the first of the year; 
trucks in November. 

LINCOLN AND MERCURY: | 
Will follow the same general trends | 
of lower and wider streamlining. 
Will appear about the same time 
as the Ford. 

PLYMOUTH, DODGE AND DE- 
SOTO—One dealer expects a “rad- 
ical” change, following the “Stude- 
baker style.” Another says very 
small change. Cars to arrive 
around Jan. 1. 

CHRYSLER — “Don’t know a 
thing. Haven’t heard a word.” 

HUDSON—Expect a complete 
change. New cars should arrive 
around the first of the year. 

KAISER-FRAZER — Nothing 
“different” expected. The ’48s to 
come out in January. 

STUDEBAKER—Just received | 
an all new convertible with “100 | 
mechanical changes.” The 1948 | 
models expected next July to be 
similar to present models. 

PACKARD—tThe all-new convert- | 
ible 1948 now out. Other models 
due soon. 

CHEVROLET—One dealer ex- 
pects the '48 model next July or 
‘August. Believes it will be consid- 
erably changed. 

PONTIAC—The ’'48s expected to 
have “just a style change,” arriv- 


engineer, F. Harold 
is a three-ton truck. It has no 


spark plug.— (International photo) 





Slack Warns 


SARATOGA SPRINGS, N. Y.— 
Most automobile dealers are “hon- 
est and above-board” but must 
take action now 
to convince the 
public of this 
fact, Lyman W. 
Slack, vice-presi- 
dent and general 
sales manager of 


ing in January or February. 
Packard, de- 
NASH—Not much change ex- clared here Sat- 
pected with the ’48 models com- urday. 





ing out around October. An en- | 
tirely new model, perhaps in | 
"49, appearing about this time 
next year, dealer said. No price | ers Assn., he said: 
change. | “The present situation is so bad 
OLDSMOBILE—Not much/that some people erroneously be- 
change expected. | lieve all or most dealers indulge 
BUICK—New models expected | im questionable practices. It’s up 
around the first of the year. to aon re os th a the 
CADILLAC—Nothing official. Ex- | PUD''¢ views dealers in their proper 
pect some changes ye hese Jen: 1. light. It’s up to the individual 


dealer to prove to his community 
Nash Net Again 


that his record is ciear and his 
Tops $4 Million 


policies justified.” 
Slack warned that nobody should 
DETROIT.—Nash-Kelvinator last 
week reported net earnings of $4,- 


Addressing the 
New York State 
Automobile Deal- 





L. W. Slack 





attempt to “whitewash” any ques- 
tionable practice. 

should 
194,801 for the second quarter. This| “Then, they should make sure 
is equal to 96 cents per share, and| they seem right to their custom- 
which began Oct. 1, 1946, to $12,-| words!” 
617,350, or $2.90 per share. Sleck cited sponsorship of, or 
for the March quarter, despite the| a public relations tool which deal- 
fact that- the corporation showed | ers can use. 
reflects the continuing increase in| Safety Committee, of which he is 
production costs resulting from in-| chairman, Slack emphasized: 
report said. ened vigilance and training. This 
--=— year, 10,000 can be spared if every- 
New Office Address 





“Dealers, first of all, 

make sure they’re right,” he said. 

brings earnings for the first nine} ers and their communities. Be 
months of the current fiscal year,| right and seem right, in other 
Earnings for the period dropped | participation in, traffic safety cam- 
$127,707 from the $4,322,508 reported | paigns as “a prime example” of 
a 10 percent increase in sales dollar | - Describing efforts of the WNa- 
volume in the June quarter. This| tional Inter-Industry Highway 
creased labor rates and higher ma- “Last year, the lives of 6,500 per- 
terial prices, the Nash-Kelvinator| sons were saved through height- 
one gets behind the ‘Action Pro- 

eram’ of the President’s Highway 


For Columbus Assn. Safety Conference. 
COLUMBUS, O.—The Columbus “The individual dealer can per- 
Automobile Trades Assn. has! form a great service to his com- 


moved its offices from E. Broad 
St. to 198 South High St. 
| Top Cars 

New car registrations for five 
months, plus 26 states for June: 
1947 1946 
Pos. Pos. 
1—276,496 19,364— 3 
2—225,219 39,232— 1 
3—138,571 25,734— 2 
4—101,107 6,789—10 
5— 90,336 7,960— 7 
6— 86,848 16,431— 4 
i— 79,9388 5,336—12 
5,845—11 
10,600— 5 
4,769—13 
9,188— 6 


Make 


Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Nash 
Stude. 
Hudson 
Chrys. 
De So 
Cadillac 
Packard 
Kaiser 
Frazer 
Lincoln 
Willys 
Crosley 


16— 16,413 
17— 11,919 
18— 10,658 
19— 9,975 
20— 6,420 

Total All Makes 


Roadeo elimination contest to select a state 
session in 
of the Grand River Chevrolet Co., Detroit, 1,352,881 171,237 
For further details see page 


of Michigan’s best truck drivers competing 26, today’s issue. 


ate on any liquid fuel, including hydrogen peroxide, they state. 





W. C. MINER (left). president of J. & M. Mfg. Co., Mishawaka. Ind., and his chief 
Lee, are looking at the jet burner and boiler of a new steam engine 
they have developed for highway vehicles. The vehicle in which the engine is installed 
ft and runs almost silently. The burner will oper- 


It is lighted by a 





Be Sure You’re Right 


Then Tell Facts to Public, Don’t Whitewash, 


N. Y. Dealers 


munity by advocating courses on 
driver-training in high schools, 
suggesting ways to solve park- 
ing problems, backing better en- 
forcement of traffic laws, and 
sparking the improvement of 
streets and highways.” 

Economic losses from traffic ac- 
cidents in the nation this year 
probably will reach $1,500,000,000, 
with deaths of possibly 30,000 per- 
sons, Slack said. 

All dealers, he continued, “should 
insist that all employes become, 
and remain, as friendly, courteous, 
thoughtful and efficient as human- 
ly possible.” 

Slack urged that the dealers 
“keep customers well-informed on 
the status of new-car orders; the 
costs and progress of old-car serv- 
icing, and the various other dealer- 
customer-relationships.” 

“Dealers should become lead- 
ing citizens of their communi- 
ties, as well as leading mer- 
chants,” he declared. “The wise 
dealer is the one who acts today 
as he intends to act tomorrow— 
when he'll have to go out and 
SELL new cars!” 

Slack also spoke Friday night on 
the Farm Forum show over Radio 
Station WGY, Schenectady. Ear- 
lier he attended a dinner given 
by General Electric after a tour 
of the GE plants in Schenectady. 
Friday noon Slack presided at a 
press conference for Albany-area 
newspapers. 


K-F Dealer Association 


Organized in N. Y. State 

NEW YORK. — Kaiser-Frazer 
dealers in New York state have 
organized a state association. 
Headquarters have been establish- 
ed at Hotel Pennsylvania, 7th 
Ave. at 33rd St., New York, N. Y. 

The association was recently host 
to a dinner for a delegation from 
the Eastern Massachusetts Kaiser- 
Frazer Retailers Assn. Louis Young 
is secretary of the New York asso- 
ciation. 


Langford Lifts Its Face 
Langford Motor Co., Lake But- 
ler, Fla., is planning to remodel 
the entire front of its building. 
Construction on the new front is 
underway. 
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GM Profit Rises 
To $147,622,834 
For 6 Months 


NEW YORK.—Net sales of Gen- 
eral Motors products totaled $941,- 
568,274 for the second quarter and 
$1,746,421,483 for the first six 
months of 1947, Alfred P. Sloan jr., 
chairman, and C, E. Wilson, presi- 
dent, reported last week to more 
than 437,000 stockholders. 

Total sales to dealers and ex- 
port shipments from GM plants 

in the U. S. and Canada amount- 
ed to 437,805 cars and trucks for 
the second quarter and 924,032 
for the first half of 1947. 

For 1946, net sales totaled $417,- 
310,182 in the second quarter and 
$492,260,800 in the first six months, 
these totals reflecting both the ef- 
fects of the UAW-CIO strike and 
shortages of materials and sup- 
plies. 

Total sales to dealers and export 
shipments from GM plants amount- 
ed to 254,382 cars and trucks for 
the second quarter and 257,371 for 
the first half of 1946. 

Net income for the second quar- 
ter of 1947 amounted to $81,804,815. 
Net income available for the com- 
mon stock was $78,572,738, equiva- 
lent to $1.78 per share on the aver- 
age number of shares outstanding 
during the period, after providing 
regular dividends of $3,232,077 on 
the preferred stocks. 

For the first six months of 1947 
net income amounted to $147,622,- 
834. After providing regular divi- 
dends on the preferred stocks, 
there was available for the com- 
mon stock $141,158,680, equivalent 
to $3.20 per share. 

Net working capital at June 30, 
1947, amounted to $825,607,741 as 
compared with $768,730,888 at Dec. 
31, 1946, and $522,166,866 at June 30, 
1946. Since June 30, 1946, General 
Motors sold $125,000,000 of 2% per- 
cent promissory notes and 1,000,000 
shares of $3.75 series preferred 
stock, the proceeds of the stock 
sale being $98,000,000. 

Cash at June 30, 1947, amounted 
to $328,454,202, compared with $335,- 
214,298 at Dec. 31, 1946, and $153,- 
384,345 at June 30, 1946. 

Inventories at June 30, 1947, 
amounted to $715,593,385, compared 
with $549,352,274 at Dec. 31, 1946, 
and $495,739,179 at June 30, 1946. 


400 MP.H. ? 


Cobb Eyes New Record 


In Utah Speed Test 


WASHINGTON.—John _ Cobb, 
wealthy British sportsman, will at- 
tempt to set a new land record in 
excess of 400 m.p.h. on the Bonne- 
ville (Utah) salt flats Aug. 15, Col. 
A. W. Harrington, chairman of the 
AAA contest board, has an- 
nounced. This, the first assault on 
the world land speed record since 
the war, is under the sponsorship 
of the Utah centennial commission. 

Cobb holds the present world rec- 
ord of 369.74 mp.h. set on the 
Bonneville salt flats in 1939. 

“Aug. 15 has been set as the 
kick-off date for the 1947 salt bed 
activities,” Cok Harrington stated. 
“An inspection of the speedway by 
AAA contest board officials who 
will time the event, indicates that 
the salt will be in excellent con- 
dition by that time. 

“In preparation for Cobb’s at- 
tempt to break 400 m.p.h., the most 
modern airport construction equip- 
ment is being moved to the Bonne- 
ville salt beds. 








KEY FORD DEALERS from the four districts which comprise the Ford northeastern 
region, gathered recently to discuss future sales and service plans and programs with 
the company’s regional and district executives. The main purpose of the regional dealer 
council meeting was to give dealers an opportunity to express their opinions on various 


phases of Ford regional and national operations. 


Left to right are H. T. Goerger. 


northeastern assistant district manager; Ted Rowland, Lynbrook, L. 1.; C. J. Seyffer. 
| northeastern regional manager; Ed Rochford, Breoklyn, N. Y¥., and Al Brothers, Bridge- 


port, Conn, 
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Arse you will think I am a 
+" fanatic on the importance of 
the proper handling of telephone 
calls by dealers. I have mentioned it 
several times in this column. I got 
the inspiration originally from Bill 
Phillips, until recently manager of 
the Philadelphia association. Asso- 
ciation managers call many dealers 
every day. Many association man- 
agers tell me they are disappointed 
at the response obtained. Since 
Bill did something about it, the 
telephone technique of the Phila- 
delphia group has improved. 

This column received consider- 
able encouragement from tele- 
phone companies, all of whom 
are intersted in seeing that sub- 
scribers make the fullest and 
most efficient use of telephone 
service. Many dealers have asked 
me for information. They realize 
that the telephone has assumed 
an important place in a modern 
dealership. 

It is the door through which 
most of your customers first enter 
your place of business. The tele- 
phone is really your front door, and 
your main entrance is more like a 

side door. Many customers come 
to your place in person only once 
or twice a year. But the same cus- 
tomer uses the telephone entrance 
frequently. 


NADA Launches 
Aid to Members 


On Employes 


WASHINGTON. — The first re- 
lease in NADA’s new employer-em- 
ploye relations service was to 
mailed to association members this 
week. 

“The best practical tested ideas 
in the field of employer-employe 
relations that are in use by dealers 
and others will be described in 
this service,” it was stated by Ar- 
thur Haas, Cleveland, chairman of 
NADA’s employer-employe _rela- 
tions committee. 

“How to hire, train and develop 
employes and helps on building 
morale, securing cooperation and 
on maintaining healthy employe 
relations will be incorporated in 
the program as it is developed.” 

Haas said that the employe com- 
mittee had been at work on the 
program for many months. He re- 
ported the committee regards the 
project “as one which will be of 
material aid to each and every 
member of NADA, regardless of 
the size of his establishment.” 






Insurance Fight 


Won in Ohio 


COLUMBUS, O.—The Ohio Au- 
tomobile Dealers Assn. has an- 
nounced the successful completion 
of an attempt to allow automobile 
dealers to hold insurance agents’ 
licenses. Opponents of this meas- 
ure have decided not to carry the 
lengthy battle in this insurance 
case to any higher court. 

The case was won originally in 
the Franklin County common pleas 
court and later in the Ohio court 
of appeals. It is thought that cer- 
tain obstacles must be eliminated 
before the law can actually be put 
in force. 


90-Day Resale Accord 


Planned in New Mexico 

ALBUQUERQUE, N. M.— 
(UTPS) — Plans for a 90-day 
curb on the resale of new auto- 
mobiles have been announced 
by George K. Converse, secre- 
tary of the New Mexico Auto- 
mobile Dealers Assn. 


of new cars and dealers pro- 
hibiting the resale of a new car 
for a period of 90 days after it 
has been purchased. The pur- 
chaser is protected by a “hard- 
ship” clause. 
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That is why it is so important to 
use care in telephone conversations. 
The customer judges your place of 
business by the kind of response he 
gets to his telephone calls and the 
manner in which his inquiries are 
received. 


Suggestions Given 


On Phone Use 


A™ THESE things are brought 
out in booklets the telephone 
companies publish. But these book- 
lets, I find, are not available to 
many dealers. I have recently read 
a@ great many booklets on the use 
of telephones and I would like to 
condense their recommendations 
and suggest that you cut the fol- 
lowing out, paste it on cardboard, 
and hang it near your incoming 
telephone so that all who answer 
it on your behalf may benefit. Here 
they are: 
* * * 


Your Telephone 


When you answer the tele- 
phone always bear in mind that 
your voice becomes the sole 
means of favorably impressing 
your customer. The pleasant 
smile and cheerful manner 
which you use in a face-to-face 
meeting must be conveyed by 
voice only. Therefore your re- 
sponse must be truly cordial. 

Those who answer a telephone 
for you should cultivate a cheer- 
ful voice. A voice with a smile. 
The greeting especially should 
be cheerful. It would be well to 
memorize the following and 
adapt them as a formula: 

Learn to talk with a well- 
modulated voice which is clear, 
firm, distinct and expressive. 
Sound each syllable completely. 
Do not let the voice fade at the 
end of words or sentences. 

The telephone instrument is 
designed to give the best results 
when the lips are not more than 
one inch from the mouthpiece. 
It is not necessary to shout; 
but it is better to raise the voice 
a little, rather than to lower it. 

The cadence should be just a 
little shower than that used in 
personal conversation, in order 
to give time for the clear defini- 
tion of each sound. 

About 20 percent of the 
sounds, such as the aspirates 
and dipthongs, are nasal. They 
help to enrich the tone quality 
of the voice and to give clear 
definition to many of the sounds. 
These sounds are important, and 
the mouthpiece of the telephone 
should be adjusted so they will 
not escape. Your voice will be 
less clear at the other end of 
the line unless these principles 
are known and observed. 

. * + 


Takes Away Sting 

Even though the telephone 
call is to make a complaint, if 
the individual who answers uses 
tact, her pleasant voice will take 
away the sting before the call 
gets through. 

The success in handling tele- 
phone calls always depends on 
the ability of the one who orig- 
inally receives the call to project 
personality through the voice 
and of conveying a cordial un- 
derstanding attitude that in- 
spires confidence. 

To perfect those qualities that 
enable you to handle all tele- 
phone discussions in a way that 
is likely to impress customers, 
will prove an important factor 
in building business. 


Anderson to Speak 


At Tenn. Convention 

NASHVILLE, Tenn.—NADA 
President M. O. Anderson will be 
one of the speakers at the eighth 
annual convention of the Tennessee 
Automotive Assn. to be held at Bi- 
loxi, Miss., Sept. 7-9, according to 
David P. Whelchel, executive vice- 
president. 


Toronto Assn. Launches 


Resale Agreement Plan 
TORO —In an attempt to 
prevent resale of new cars at 
profits on used-car lots, the To- 
ronto Automobile Trade Assn. 
has issued copies of agreements 
to about 100 franchised dealers 
for use in selling new cars. The 
association members will ask 
new-car rs to promise 
not to sell their new cars for a 
minimum of six months. Any 
resale during that period must 
be made to the dealer from 
whom the car was bought. 
“Our aim is to protect the 
buyer who purchases an almost 
brand new car off a used-car 
lot without realizing how grea 
an amount extra he is paying,” 
stated George W. Hogan, TATA 
vice-president. “The idea of the 
agreement is catching, and asso- 
ciation members using the 
— mt are steadily increas- 
B.” 





Resales Contract 
Adopted in Toledo; 
Hit As Illegal 


TOLEDO.—Officials of the To- 
ledo Automotive Trades Assn. an- 
nounce that the Toledo association 
has joined with the automotive 
groups of Chicago, Detroit, Cleve- 
land, Columbus and Cincinnati in 
a policy to keep new cars from 
filtering into the used-car market 
at prices considerably higher than 
the original delivery prices. 

Fifty of the Toledo area’s 125 
new-car dealers have agreed to co- 
operate on the plan set up in a 
bulletin sent out to all members. 
An official stated the cooperating 
dealers control over 75 percent of 
all the new-car sales in this area. 

The plan requires the purchaser 
to give the dealer first option to 
re-purchase the automobile should 
the new owner desire to sell or 
trade it within six months of the 
original purchase. Dealers enter 
into a contract with the purchaser 
of a new car which agrees that 
the purchaser will not sell, trans- 
fer or assign his new automobile 
to any person, copartnership firm 
or corporation within six months 
without first offering to resell it 
to the dealer at a stipulated price. 


In the event of a breach of the 
repurchase option, the purchaser 
agrees to pay the dealer damages 
based on the reselling figure of the 
car. 

Earl (Doc) Greiner, Toledo used- 
car dealer and a state director of 
the National Used Car Dealers 
Assn., branded the plan set up by 
the new-car dealers as illegal. 

“IT have had two prominent To- 
ledo attorneys study this program 
for the national organization and 
they decided it violated Ohio anti- 
trust laws by setting a price and 
I predict no new-car dealer will 
take a violation of the option to 
court,” Greiner said. 


Pore Heads Up 
Michigan Dealers 


LANSING.—Howard Pore (Ford), 
Kalamazoo, has been elected presi- 
dent of the Michigan Automobile 
Dealers Assn. for the coming year. 
Other officers: 

David Holmes (Ford), Battle 
Creek, vice-president; J. B. Dean 
(Ford), Mason, vice-president; Jos- 
eph Burns (Chevrolet), Traverse 
City, vice-president; Clayton Frei 
(Chevrolet), Marquette, vice-presi- 
dent; Howard Cook (Chevrolet), 
Lansing, secretary-treasurer, and 
Frank W. Herrick, Lansing, exec- 
utive secretary. 

Roy H. Burgess (Cadillac-Pon- 
tiac), Flint, and James A. Mason 
(Dodge-Plymouth), Ferndale, were 
appointed to the executive com- 
mittee. 


Florida Assn. to Convene 


Oct. 13 in Miami Beach 

ORLANDO, Fla. Walter C. 
Mallory, general manager of the 
Florida Automobile Dealers Assn., 
has announced that the association’s 
1947 convention will be held Oct. 
13-14 at the Roney-Plaza hotel in 
Miami Beach. 


Interesting items in Bob Finlay’s adver- 
tising column. 


600 Training Cars 


PAA Members to Loan Vehicles to Schools 
For Driver Education Program 


HARRISBURG, Pa. — (UTPS) — 
Automobile dealers of Pennsylvania 
through Claude S. Klugh, manager 
of the Pennsylvania Automotive 
Assn., have pledged the state de- 
partment of public instruction 600 
dual-control cars for behind-the- 
wheel training in the state’s high 
schools. 

“Officials in the department were 
contacted and it was learned that 
one of the chief obstacles in the 
furtherance of PAA’s high school 
driver education and training pro- 
gram was the inability of the 
schools to procure suitable train- 
ing cars,” Klugh stated. 

Kingh explained that the PAA 
safety committee unanimously 
agreed that Pennsylvania auto- 
mobile dealers could and would 
make sufficient and suitable cars 
available for this purpose. 

“To do this is good business,” the 
PAA manager declared. “The deal- 
er will be protected by the school 
carrying adequate insurance and 
as the cars are exchanged often, 
there will be no loss in resale. 

“In cases where this plan has 
been tried,” he continued, “it has 
been found that the advertising 
benefit has far exceeded any loss 
that might have been sustained in 
the resale of a vehicle. 

“Although PAA has no intention 
of designating which dealers pro- 
vide the cars or what makes of 
vehicles are used,” Klugh stated 
that “it is felt that the local group 
should decide among themselves 
as to how these loans are to be 
made and a plan devised locally 
to make it possible for each dealer 
in a suitable price range to par- 
ticipate.” 


In announcing the PAA pro- 
gram, Klugh urged dealers to 
become active in promoting be- 
hind-the-wheel training programs 
since only four weeks remain be- 
fore schools reopen. 

A bulletin sent to the more than 
3,000 members of PAA pointed out 
that accident records show that 
six times as many accidents occur 
in cars driven by members of the 
16 to 19-year age group than by 
any other age group, including 
those over 70 years of age, “proof 
enough that some type of correc- 
tional procedure is necessary.” 

Although Klugh admitted that 
PAA has no special course of 
study which it is offering, he 
said samples of the two most 
widely-used studies, “Sportsman- 


S. C. Assn. Expects 700 


To Attend Annual Parley 

SPARTANBURG, S. C. — More 
than 700 dealers from the two Caro- 
linas and Georgia are expected to 
attend the annual convention of the 
S. Carolina Automobile Dealers 
Assn. at Myrtle Beach, S. C., Sept. 
21-22. A. H. Easterby, association 
president, will preside. : 

Twenty exhibitors have secured 
space and will exhibit shop equip- 
ment, motor car and truck acces- 
sories, truck bodies and other equip- 
ment, and more exhibitors are ex- 
pected, according to Easterby. Ex- 
oe will be at the Ocean Forest 
otel. 


On the House . 








like Driving,” available through 
the American Automobile Assn., 
and “Man and the Motor Car,” 
available through the National 
Conservation Bureau, would be 
furnished. 

Stressing the value of PAA’s 
high school and driver education 
and training program as “a sound 
public relations program,” Klugh 
has requested all dealers to sign 
and present to school authorities 
the following petition: 

“In accordance with the state- 
wide safety program of the Penn- 
sylvania Automotive Assn., de- 
signed to combat the traffic acci- 
dent problems, and realizing that 
high school driver education and 
training courses have proven of 
great value in lowering accident 
rates in this age group, we the un- 
dersigned automobile dealer mem- 
bers of this city respectfully peti- 
tion our local school board and 
school administrators to include 
this course, as recommended by the 
state department of public instruc- 
tion, in next year’s curriculum.” 


N. Y. Dealers Rap 
Local Bill to 
Curb Resales 


NEW YORK.—Opposition to a 
local proposal establishing ceilings 
for new-car resale prices has been 
expressed by J. W. Farlow, gen- 
eral manager of the Automobile 
Merchants Assn. of New York, Inc. 

The bill, introduced in the New 
York common council by Council- 
man Clemente, has been referred 
to the committee on general wel- 
fare. 

Should the bill be adopted, prices 
of cars less than one year old 
would be limited to 5 percent above 
the original cost price as listed 
for a new model of that type. 

“While there is certainly a need 
to stop the growing inflation of 
prices of used cars,” Farlow told 
dealers in his bulletin, “we are not 
convinced that this is the method 
to accomplish it. Your association 
will watch the movement of this 
bill carefully.” 

The bill defines a used car as 
“any motor vehicle which has been 
owned, operated and registered by 
any state for a period of six 
months or more from the date of 
the original sale as a new car from 
the new-car dealer.” Other require- 
ments: 

Detailed reports filed with the 
police commissioner on new-car 
resales transactions; posting of a 
$1,000 bond by used-car dealers; 
posting of used-car prices on the 
windshield of each car offered for 
sale, and keeping of records on 
each transaction by dealers. 

Penalties are a $1,000 fine and/or 
imprisonment for six months. 


Rock Front Motors 


Rock Front Motors, Inc., 30) 
Westport, Kansas City, Mo., has 
been incorporated listing $50,000 
authorized capital stock by Jerome 
Jacobson, Wilma Sheets and Dan 
iel S. Millman. 


Back from a three-week vacash (visiting with an occasional small- 
town dealer, along with the usual summer stuff), I find things not 
too unchanged here at home: Steel is still short, union logic still 
shorter, and pessimism shortest ... Took time 
out from my vacash to attend Automotive News’ 
party for the ATAM conferees: one swell bunch 
of guys and gals... 

By the way, most of the small-town dealers 

I visited were kicking about car quotas for 

their farm-area communities; opine that fewer 

big-town dealers are getting a lot more cars 
than their more numerous small-town cousins, 
while most of the extra money is going to 

Uncle Sam .. . Charley Henderson (New York 

a is recovered from an emergency opera- 

ree 

It’s reported that first dies and tools for the 
1949 Chevrolet-Olds-Pontiac series of bodies have been started; 1£48- 
model program for this group was well advanced when suddenly 
scrapped by GM last fall . . . Picked up this want ad while on 
vacash: “For Sale—The writer will receive sealed bids up to July 15 
on a 1935 Pontiac coupe, 17,000 miles, in excellent condition. Car 
may be seen at ............ ”" Whata upside-down world. 


—Perre WemMHorr 





Wemhoff 
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WE STAND FOR: 








AUTOMOTIVE 

4 ' g 11. Fair and equitable contracts between manufac- 
0 My >< M turers and dealers in motor vehicles, parts and ac- 
ef cessories. {2. A fair profit to the dealer on every 


used vehicle accepted in partial payment for a new 
car or truck. 13. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. { 4. The 
elimination of governmental and bureaucratic con- 
trols over this industry. [5. A return to the pre- 
cepts of independence and the rewards of applied 


NEWS 
energy and ability, which made America and gave more of her citizens 


more. of the better things of life than anywhere else in the world. 











: A Walter Reiither: Risilin 
In Two Parts 


Scene: Washington 
ONE Day: Walter Reuther, UAW president, berates steel 
industry for holding down auto production and “heading 
the country toward a major depression.” 


Scene: Detroit 


NExT Day: The same Reuther throws the union’s “full 
resources” against Murray Corp., where one of his locals 
is on strike to force a new contract exempting the union 
from civil liability for unauthorized work stoppages. Mean- 
time, all Mercury and Lincoln production halts. Later Dodge 
trucks and Studebaker were affected. 


* * * 


Capsule Comment 


* 
oc has joined the AFL in a united labor drive to 
organize consumer cooperative stores, in an effort to 
drive down prices. Both unions have already set up several 
cooperatives. 
What are you going to do for taxes, boys, if all business 


goes levy-free? 


Dr. Oliver E. Baker, of the University of Maryland, com- 
ments that “as the sales curve of automobiles goes up, the 
curve of births go down.” 


Does the steel industry know this? 


* * * 


“Government statistics show the prices of new cars in- 
creased only 32 percent from December, 1941, until April, 


1947, whereas the cost of living rose 41 percent during the 


same period,” Lyman Slack, Packard’s sales chief, told a 
radio audience over Station WGY, Schenectady, N. Y., last 
week. 

And, as Slack pointed out, the quality of new cars has 
increased to an alltime peak, whereas the quality of many 
other items has decreased. 


a word in 


M. Slocum 


IN MY OPINION, about the 
dumbest move which the labor 
union racketeers could have made 
is their present demand on the 
Murray Corp. of America. It is 

rumored here that 
HOW’S YOUR if they can make 
BLOOD this one stick, they 
PRESSURE? will abrogate the 
intent and purpose 
of the Taft-Hartley bill which was 
passed by our Congress over the 
President’s veto because of the in- 
sistence of the American people 
that something be done to curb so- 
| called organized labor in its sab- 
| otage of a return by this country 
|to normal production and thus to 
| avoid the fearful results of a de- 
pression. 





* * * 


THE AMERICAN public is in no 
mood to have its wishes pushed 
around and trampled down by an 
infinitesimal bunch of nitwits who 
think they are above the law. The 
nerves of the American people are 
on edge, and conditions in Europe 
plus the actions of John L. Lewis 
at home, have contributed quite 
enough to their present mood. One 
wonders if the UAW-CIO boys 
have ever given any thoughtful at- 
tention to past history and what 
it teaches. We suggest they reread 
the history of the years preceding 
the Boston tea party or the war 
between the states, or more recent- 
ly, the fiasco of prohibition. 

* 


* * 


IF THE so-called smart boys, 


who are directing the present at- 
tempt to circumvent a law of the 
land, think they can get away with 
it, they are more stupid than even 
we had ever imagined. Smart law- 
yers may sell them on the theory 
that they can divert the will of the 
people by chicanery and slippery 
tricks, but I have never seen it ac- 


complished successfully. The power | 


of public opinion in a democracy 
such as ours is, thank God, the 


greatest power that exists. It builds | 


up like a tidal wave and sweeps 
all opposition before it as if it did 
not exist. 


WE HAD hoped that, with the 
winnings which legitimate labor 
has made in higher pay and better 
working conditions and security as 
demonstrated in the recent Ford 
pension plan, we were in for at 
least a year of labor peace that 
would straighten out the problems 
which have beset patricularly our 
industry ever since V-J day. We, 
here in Detroit, who are close to 
the great industrial struggle, know 
for a positive fact that it is not the 
99 percent of those employed in our 
factories here who want this con- 
tinual harassment. It is the less 
than 1 percent who are struggling 
to maintain the unbridled powers 
given them under the Wagner Act 
and condoned for so many years by 
the New Deal. There is not the 
slightest question in my mind but 
what if a legitimate vote of the 
union members at Murray could be 
taken (without coercion or threats), 
an overwhelming majority of the 
wage-earners would express the 
wishes of their families that they 
stay on the job to retrieve the 
losses which strikes in the current 
year have already cost them. 

* . * 


IN THE present strike, which 
has already affected 55,000 workers 
in Detroit, there is only one issue 
in dispute. UAW-CIO has demand- 
ed that the following paragraph be 


* 





included in the contract being ne- 
| gotiated between Local 2 and the 
Murray Corp.: “It is understood 
and agreed that, in the event of 
any alleged violation of this con- 
tract, there shall be no liability on 
the part of the International Union, 
Local Union or any of their offi- 
cers, agents or members, and the 
sole recourse and exclusive rem- 
edies of the employer in such event 
shall be those which are specifi- 
cally provided for in this agree- 
ment.” If any American, whose 
livelihood depends upon the auto- 
motive industry, can read that par- 
agraph without his blood pressure 
rising violently, he does not need 
a heart specialist, but he should 
have his head examined.—G.M'S. 


1 
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‘For Stimulation. .... 





| oH 


PLENTY OF PEACHES | 
BUT.CRIPES WHATS. THE 
HELP GONNA (OST? | 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is 





Thanks 

At this time I wish to express 
my thanks to Automotive News for 
the many ideas and the stimula- 
tion supplied over the past years. 
You should have been thanked long 
ago, by me, for your good work in 
that regard as well as the fine job 
which you did during OPA opera- 
tion and government  control.— 


LonNi& Hutt (Dodge), 339 S. La 
Brea Ave., Los Angeles 36. 
In Red-Land 


I enjoy George Slocum’s column, 
“A Word in Edgewise,” and learn 
a lot I don’t know. 

Even a man who is loaded with 
information as he is, will occa- 
sionally make a minor error. The 


(Automotive News, July 14, 1947). 
—A. B. Borxker, general manager, 
Schwind-Boeker, Inc. (Dodge-Plym- 
outh), Davenport, Ia. 
Eprror’s Note: A (Red) 
for Publisher Slocum. 


blush 


Re Convertibles 

Am a bit cynical about the man- 
ufacturers straining to meet de- 
mand for convertibles. They’re pro- 
ducing luxury stuff like everybody 
else, but don’t make it look so 
self-righteous. The convertible is 
the only model you can walk 
and buy on some showrooms I 
| know.—Rosert D. Harves, Detroit. 


'A Growing Evil 
Enclosed is an editorial in the 





Loveland (Colo). Reporter Herald, 
“A Growing Evil,” written in con- 
nection with our advertisement, 
“Are You Waiting for a New Car?” 
-—E. F. Garrett, president, Love- 
land Auto Dealers Assn., Loveland, 
Colo. 

Epiror’s Nore: The _ editorial 
praises the dealer’s ad, explain- 
ing that “Your delivery has been 


Kremlin is in Moscow, I believe. | 


in | 


| delayed because of the many ‘al- 


most new’ cars reaching the 
black market.” The association 
offers a resale contract. 


Contribution 

The attached teaser ad and full- 
page followup is our contribution 
locally in attempting to eliminate 
and discourage black markets here 
in Winona.—N. D. Srrincer, String- 
er Motor Co. (Buick-Pontiac), Wi- 
nona, Mass. 
Eprror’s Nore: “What is the 
correct price to pay for a new 
Buick delivered in Winona?” is 
| the only copy in the teaser. The 
| large ad presents correct prices 
and says, “we do not, have not, 
and will not require you to pur- 
chase accessories that you do 
not want.” 


Coming Events 


| AUGUST 

| Aug. 21-22—Los Angeles (Biltmore Hotel) 

| SAE West Coast Transportation & Main- 

| tenance meeting. 

SEPTEMBER 
Sept. 1-4—Salt Lake City (Hotel Utah). 
Fall meeting of the Society of Mechan- 
ical Engineers. 

Sept. 7-9 <— Biloxi, Miss. 
hotel). Tennessee Automotive 
eighth annual convention. 

| Sept. 12-13—Traverse City, Mich. Annual 

meeting of Michigan Trucking Assn. 

. 15-16—Egg Harbor, Wis. Annua! 
meeting of Wisconsin Trucking Assn. 

| Sept. 17-18—Milwaukee (Hotel Schroeder) 
SAE Tractor meeting. 

Sept. 17-26—Ohicago. National Machine 
Tool Builders’ Exhibit and Production 
and Machine Tool Show. 

%ept. 18-19—St. Leouls. Annual! convention 

| National Used Car Dealers Assn. 

Sept. 21-22—Myrtle Beach, 8S. ©. (Hote! 

Ocean Forest). Annual meeting of Soutb 

Carolina Automobile Dealers Assn. 


OCTOBER 
Oct. 2-4—Los Angeles (Biltmore Hotel) 
SAE Autumn Aeronautical meeting. 
Oct. 3-4—Atilantic City. Annual convention 
of Pennsylvania Automotive Assn. 
Oct. 6-8—Houston, Tex. Petroleum Mechan 
ical Engineering Conference. 
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THE STORY OF 


GENUINE 









Why It Pays to Use Genuine Ford Parts 


spiral angle (.0007 in.), tooth spacing 
(.0005 in.), and profile (.0003 in.). 
These standards are rigidly enforced. 


round. Now fast, now slow. One 
hundred horses drive us. It’s a two- 
fisted job. But we’re made for it, right 
from the start. Let’s see how. 


( LIFE is a regular merry-go- 


We transmission gears all start the 
same — from high-alloy steel blanks, 
specially forged. Only fine grain steel 
stock is used for us. Automatic 
machines cut our teeth—all-helical for 
quick, quiet, easy operation. 





Now comes the heat-treat, making us 
hard on the surface with a tough core 
to withstand the tremendous sliding, 
meshing and driving strains that are 
our daily diet. Durability tests, made 
under loads and conditions many times 


A special shaver gives us the “once 
over lightly” to leave our faces satin- 
smooth. Then a test for finished size 
—accurate to .002 of an inch. And 
more tests, for such vital things as 





as severe as those encountered in serv- 
ice, show how good we are. 

With us, noisy operation is a major 
crime. So, Ford production men give 


FORD MOTOR COMPANY 





every one of us the noise test, to be 
sure we get along quietly with our 
mates, It’s done with special machines 















that duplicate operating conditions. 





And that’s only part of the story. 
Additional quality tests include such 
extremes as testing the strength of 
individual teeth in each gear. 










Like all Genuine Ford parts, we're 
made right to fit right and work right. 
When you need the right part, look 
for the Ford name we carry. You'll 
agree it pays to use us. 
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Time-Sales Firms 
Warned to Police 


Own Aetivilies 


Restrictive Laws 
Pass in 7 States; 
3 Plan for °48 


CHICAGO.—Bills passed in Con- 
necticut and Pennsylvania during 
their recent legislative sessions 
bring to seven the number of states 
having “some form of special leg- 
islation” covering instalment sell- 
ing and financing, the other states 
being Indiana, Wisconsin, Michi- 
gan, Maryland and California. 


In three other states — Rhode 
Island, Massachusetts and New 
York — financing legislation will 
be under review until the next 
legislative sessions. 

Reporting the forcgoing situa- 
tion, the American Finance Con- 
ference editorializes in the July 
issue of its official Time Sales Fi- 
nancing publication, that it rates 
serious consideration on the part 
of companies engaged in instalment 
financing. 

“Business men generally do not 
welcome governmental interference 
with their business affairs, but 
there may come a time when gov- 
ernment is the only agency to 
which an industry can turn to po- 
lice matters that cannot be coped 
with successfully by the industry 
itself,” the editorial states. 


“Particularly is this true when 
matters affecting the industry are 
likely to create an unfavorable 
reaction on the part of the pub- 
lic. If business men themselves 
cannot or do not eliminate prac- 
tices which the public does not 
approve, sooner or later the pub- 
lic attitude expresses itself in 
legislative enactments. 

“The degree to which the public 
is aroused will determine the 

stringency of the legislation. 

“There are many who feel that 
it is better for an industry to offer 

and suggest a pattern for legisla- 
tion, where such legislation is nec- 
essary or desirable, than it is for 
that industry to refrain from par- 
ticipation until an indignant pub- 
lic causes the enactment of a law 
which is stringent beyond the ne- 
cessities of public welfare and to 
the detriment of the industry.” 


Plans Deferred 
For K-F Output 
On West Coast 


WILLOW RUN.—Commenting on 
reports that the Kaiser-Frazer as- 
sembly plant at Long Beach, Calif., 
is about 90 percent ready for pro- 
duction, a spokesman said last 
week that while the western prop- 
erty is virtually ready, there are 
no plans for output there in the 
near future. 

About a year ago Kaiser-Frazer 
leased three buildings at the Doug- 
las Aircraft Co. plant in Long 
Reach from the War Assets Ad- 
ministration for final assembly, 
body assembly and offices. 


Further indication that no ac- 
tivity is currently planned there 





was seen in the fact that execu- 
tives and engineers connected with 
the development have been trans- 
ferred to the staff here and to the 
Detroit K-F engine division. 
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Opening Draws 3,000... 





ABOUT 3,000 GUESTS attended the opening of the new building for Thompson Sage 
Co. (International), Stockton, Calif. The has two separate service shops— 
one for trucks and one for tractors. The building covers 43,000 square feet of space 
on a five-acre area. The firm operates branches at Lodi and Tracy and is planning 
construction of a one-stop service terminal. The dealership consists of the following 
members: Wilson Henry Thompson, president, whe handled the old MeOCormick-Deering 
line at Lodi as far back as 1902; his son, Allan Thompson, vice-president, who formed 
the firm known as Thompson Motor Co. in 1940; Harry Sage, vice-president, who left 
International Harvester as assistant branch manager to join the firm in 1943. At that 
time the firm became known as Thompson-Sage, Inc. Clifton Rooker, secretary, is credit 
and collection manager, and Thomas M. Hagel, treasurer, is manager of the company 






store at Lodi. 





AT THE OPENING OF THE new building for Thompson Sage, Stockton, Calif. Left 


to right: E. H. Watkins, district manager, 
Perkins, manager motor truck sales for International, Chicago; H. 


International; Alien Thompson; W. K. 
C. Knutsen, man- 


ager, International farm equipment branch, San Francisco. Sitting, Harry Sage. 


Detroit Warrants Accuse 16 


Of U.C. Sale Fleecing 





DETROIT. — Investigation into 
used-car sale practices here has re- 
sulted in warrants charging 10 lot 
operators and six salesmen with 
failing to properly list full details 
in purchase agreements as required 
by law. 

W. H. Carrico, of the Detroit 
Better Business Bureau, stated 
that this action marked the be- 
ginning of a drive to put used- 
car purchases on a “frank and 
open basis,” as required by state 
law. Those who fail to comply 
will be prosecuted, he added. 

The action is the result of ear- 
lier complaints by nine customers 
that they had been victimized by 
the dealers on the purchase of 
used cars through padded finance 
fees, inflated title transfer fees and 
various other additional costs. In 
one case, the dealer is said to have 
juggled his figures to increase the 
purchase price substantially with- 
out the buyer’s knowledge. 


The warrants were recommended 
by Wayne County Prosecutor Mc- 
Nally and Recorder’s Court Judge 
W. McKay Skillman, who is now 
conducting an auto rackets grand 
jury. Offenders face a maximum 
penalty of $100 fine or 90 days in 
jail. 


According to the complainants, 
the dealers charged $10 to $13, in 
some instances, for transferring 
the license instead of the usual 
fee of $2. One man purchased 
what he was told was a 1988 Ford 
pickup. It developed that he had 
instead a 1987 model and a 1936 








JANET POWELL, THE PRETTY teen-ager who posed for Nash Motors’ recent out- 
door poster, ‘‘He’ll own a Nash n’ everything,”’ is a queen with a magic wand to her 
uncle, Brossie L. Newman had his order for a new Nash on file for many long, weary 
months at Olenick Motors, Linden, N. J., but when the poster came out and spread 
the local fame of Janet, delivery came to Uncle Brossie with Janet handing over the 
title and keys as the ‘‘sales’’ delegate of dealer John Olenick. : 


motor. The deal so confused the 
Michigan department of motor 
vehicles that the title approval is 
still pending, it was reported. 

Another complaint charges that 
he was forced to pay $139 for in- 
surance and finance charges on a 
$252 balance. Another said that he 
paid $175.55 for finance charges in 
the purchase of a 1940 Buick and, 
when he paid up the charges in 
three months, received only $22.86 
as a refund. 

One woman charged that her 
purchase of a 1942 Oldsmobile 
coupe for $1,054.50 with a trade-in 
agreement of $750 for her old car 
resulted in an adjusted final price 
of $1,455.75 and raised her monthly 
payments from $80 per month to 
$97.05. 

Those named in the warrants 
were as follows: William R. Spoon- 
er, 9820 Livernois Ave., accused in 
two separate warrants; Frank 
Weaver and Chester Jones, a sales- 
man for Spooner; Don Bortz, lot 
owner at 12845 Livernois; Michael 
Crane, salesman for Bortz; James 
Gudgel, owner of A & A Auto Sales, 
1800 Livernois, and Bebier Berrick, 
sales man for Gudgel. 

Also, Bert Simons, owner of 
Gotham Motor Sales, 20401 Liver- 
nois; Martin J. Dorenbush, owner 
of East Side Motor Sales, 10540 
Harper; Dale H. Hughes, lot own- 
er at 17555 Livernois; Fred Shaney, 
Shaney Motor Sales, 12801 Liver- 
nois; Peter Maust, Rice Motor 
Sales, named for a sale he made 
while with Shaney; Louis R. Deeb 
jr., Deeb Motors, 13400 Gratiot, and 
Cloyce J. Hale, salesman for Deeb. 


Pontiac Reopens 


Zone at Omaha 


OMAHA.—L. W. Ward, general 
sales manager of Pontiac Motor 
division, last week formally re- 
opened the division’s Omaha sales 
zone, closed during the war. 

The reopening was featured by 
a meeting of Pontiac dealers from 
Nebraska and adjacent states. T. 
A. White, formerly assistant zone 
manager at Chicago, heads the 
reactivated zone. 





“‘We received excellent results from our 
advertisement printed in the Classified’ Sec- 
tion of Automotive News.’’—Adams & Son, 
Coeur D'Alene, Idaho. 





Cracking of a widespread stolen 
car ring was claimed last week 
with the arrest of a wounded gun- 
man in Kingsport, Tenn., and the 
arraignment by federal and state 
authorities of Charles Thompson, 
president of Thompson Motor Co. 
here. 

The Federal Bureau of Investi- 
gation last week amended earlier 
accusations against Thompson, 
adding 39 cars to the two cited in 
previous warrants. Officials of the 


Studebaker Net 
Tops $314 Million 
For 6 Months 


SOUTH BEND.—Studebaker and 
its subsidiaries in the six months 
ended June 30 earned a consoli- 
dated net income of $3,587,978 
after all charges and taxes, it was 
announced last week. 

This is equivalent to $1.52 a 
share on 2,355,466 shares of com- 
mon stock outstanding at the close 
of the period. It compares with 
a net loss for the six months ended 
June 30, 1946, of $300,800, after ap- 
plying a tax credit of $9,238,000 
against an operating loss of $9,- 
538,800. 

In the quarter ended June 30, 
the company earned a consolidated 
net income of $1,932,218, after all 
charges, equivalent to 82 cents a 
share. This compares with a net 
loss of $171,040 for the quarter end- 
ed June 30, 1946, after applying 
a tax credit of $4,882,000 against 
an operating loss of $5,053,040. In 
the quarter ended March 31, 1947, 
the company had a net income of 
$1,655,760, or 70 cents a share. 

Studebaker’s net sales in the first 
six months of 1947 totaled $126,- 
634,619 as compared with $46,142,- 
791 in the corresponding period of 
last year. 

Sales in the quarter ended June 
30, 1947, totaled $64,312,403, as com- 
pared with $21,007,090 in the cor- 
responding period of last year, and 
$62,322,216 in the quarter ended 
March 31, 1947. 

A total of 94,472 passenger cars 
and trucks were sold by the com- 
pany in the six months ended June 
30, as compared with 41,456 in the 
same period last year. In the quar- 
ter ended June 30, the number of 
passenger cars and trucks sold was 
47,002, as compared with 17,115 in 
the corresponding period of last 
year, and 47,470 in the quarter end- 
ed March 31, 1947. 





Sadler to Succeed Cargile 


As Ark. NADA Director 

LITTLE ROCK, Ark. — William 
H. Sadler, of Sadler-Ross Motor 
Co. (Plymouth and Dodge), has 
been elected Arkansas director for 
NADA, it was announced here. 

Sadler will serve for a three-year 
term beginning with the next an- 
nual board of directors’ meeting 
to be held in conjunction with the 
1948 convention. L. C. Cargile, pres- 
ent state director, will serve until 
that time. 





‘Hot Car’ Ring Broken 


Va. Dealer Accused of Selling 41 Stolen Vehicles; | 
3 Youths Held in Mississippi 


PENNINGTON GAP, Va— | 





FBI claim that Thompson sold 
about 200 cars during 1946-47 
| many of which were stolen in Ken- 
| tucky, Indiana, Tennessee and 
Ohio. 

At the same time, authorities at 
Jackson, Miss., are holding three 
Shaw, Miss., youths who allegedly 
handled 24 “hot cars” out of Mem- 
, Phis, eight of which were sold to 
Jackson dealers and recovered by 
the Mississippi highway patrol. 


C. R. Bradley, Mississippi com- 
missioner of public safety, de- 
clared that failure by the state to 
enact an automobile title law has 
been responsible for the dumping 
of thousands of dollars worth of 
stolen automobiles in the state. He 
described as “urgent” the need for 
a title law since Mississippi is one 
of the few states which do not 
have such a law. 

A gun battle between police offi- 
cers and a Herbert Lee Napier at 
Kingsport, Tenn., last week result- 
cd in the wounding of Napier and 
his arraignment in connection with 
the Thompson case at Pennington 
Gap. 

Also arrested, in Cincinnati, was 
Roy Gambrel, 30, of Hamilton, O., 
on a charge of transporting a 
| stolen automobile from Louisville, 
Ky., to Big Stone Gap, Va. All are 
being held under bonds of from 
$10,000 to $25,000. 

Charles W. Brown, agent in 
charge of the Richmond (Va.) of- 
fice of the FBI, stated that Thomp- 
son sold many of the stolen cars 
to dealers in southwestern Vir- 
ginia, eastern Tennessee and other 
points. 


L-O-F to Hold 
Price Line with 


Aid of Workers 


TOLEDO.—Belief that it can hold 
the price line on window and plate 
glass as a curb to rising construc- 
tion costs was expressed Thursday 
by Libby-Owens-Ford Glass Co. as 
an outgrowth of a mutual pledge 
by management and labor calling 
for increased production. 

Glass used in autos is also af- 
fected, it was stated. 

G. P. MacNichol jr., sales vice- 
president for L-O-F, declared that 
the company’s belief is warranted 
by the CIO union’s recognition 
“that full uninterrupted production 
at low unit cost is necessary to 
take pressure off prices.” 

The company recently signed a 
new contract with the union, giv- 
ing workers an overall 15 cents an 
hour increase. 

Current average glass prices are 
only 18 percent above 1938 levels, 
MacNichols said, whereas wages 
have increased 84 percent and ma- 
terial costs are still rising. 


Randolph Motor 


Randolph Motor Co., Inc., Ashe- 
boro, N. C., has been organized with 
capital stock of $50,000 to buy and 
sell automobiles. Principals are 
John T. Humble, J. C. Ridge and 
Monroe Draughn. 


DODGE REGIONAL managers are shown with participating administration executives 


during the regional managers’ annual two-week meeting held recently in Detroit. Left, 
in first row: O. W. MeNeil, statistician (Chrysler Corp.); 8S. W. Murray, budget director: 


L. J. Ouellette, director of distribution; B. M. Carter, city manager, Los Angeles; J. P 
Mansfield, regional manager, Los Angeles; P. M. Ruef, regional manager, Memphis; 
Ray Ayer, sales supervisor, and D. T. Stanton, sales supervisor. Second row: George 
Beard, statistician; R. W. Peek, regional manager, Pittsburgh; D. M. Beal, regional! 
manager, Dallas; T. J. McCarty, regional manager, Atlanta; S. E. Pattison, regional 
manager, Boston; J. G. Graham, regional manager, Detroit; L. W. Neumann, parts 
specialist, and E. M. Braden, regional manager, St. Louis. Third row: L. F. Desmond, 
regional manager, Kansas City; P. M. Dingman, regional manager, Minneapolis; J. W. 
McLaughlin, regional manager, New York; E. R. Taylor, district manager, New York; 
L. P. Jones, regional manager, Greensboro, N. C.; W. M. Hurd, regional manager, 
Portland, Ore., and L. C. Sherry, regional truck manager, Portland, Ore. Fourth row: 
E, H. Martens, executive assistant; T. G. Daley, regional manager, Cincinnati; K. A. 
Ridenour, regional manager, Chicago; V. F. Oehlerich, assistant regional manager, 
Chicago; D. B. Mooney, regional manager, Syracuse; C. A. Templeton, regional man- 
ager, Philadelphia, and G. E. Little, assistant regional manager, Philadelphia. Fifth 
row: F. H. Akers; E. C. Quinn, sales manager; L. F. Van Nortwick, director of truck 
sales; A. H. Green, director of business management, and M. W. Chamberiain, business 
management manager, St. Louis. In left background are secretaries Gertrude Keyde! 
and Ruth Emory. 
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HE day is coming — perhaps sooner than you think 
— when you'll have to sell automobiles again. 


That’s when you'll be mighty glad to have such a valu- 
able sales plus as Airfoam cushioning. Even today, 
dealers handling cars cushioned with this super-restful 
latex material say they've never seen a comfort feature 


win such instant and enthusiastic approval. 


It’s easy to see why. Airfoam was the pioneer among 


automotive latex cushionings. It has been widely adver- 
tised. Travelers are finding its luxurious comfort wher- 
ever they go — not only in auto seating, but in train. 


plane, bus and hotel accommodations as well. 


So if your line has Airfoam now, your prospects will 
be happy to hear about it. If it hasn’t, your manufacturer 
can install it in next year’s models with scarcely any 
changeover. Goodyear, Chemical Products Division, 
Airfoam Department, Akron 16, Ohio. 


Why car buyers want_ “7 


GLORIOUS COMFORT— 


Ad ptt, 


Its live buoyancy soaks up bumps and 


jolts; like riding on air. 


LONGER WEAR — Lasts far longer than other types of cushioning; protects 


upholstery, too. 


COMFORT SECRET OF AIRFOAM 


—Note how it “gives” to slightest pressure, 
providing restful support that insures com- 


plete relaxation. 


GOOD-AS-NEW LOOKS ALWAYS — Doesn’t pack up or sag with usage; 


holds its shape indefinitely. ’ 


COOL — Air circulates through millions of interconnecting cells. 





Airfoam—T.M. The Goodyear Tire & Rubber Company 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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Ohio Dealers List New Laws 


Affecting Auto Industry 


COLUMBUS, O.—With the ad- 
journment of the 97th Ohio Gen- 
eral Assembly the Ohio Automo- 
bile Dealers Assn. has listed some 
major legislative accomplishments. 

The legislators passed a tax re- 
enactmer); program which _in- 
cluded a two-year extension of the 
one cent liquid fuel tax with the 
revenues being used for poor re- 
lief and general welfare purposes. 

Following the lead of other 
states, machinery was set up for 
the establishment of off-the-street 
parking facilities. 


Laws were also established for 
county-township zoning, subject to 
a majority vote of the electorate 
involved, also the. submission of 
a constitutional amendment to 
provide for a soldier’s bonus to be 
financed by a general real estate 
levy. 

A flat $10 auto license plate fee 
was fixed, and permission was 
granted the Registrar of Motor 
Vehicles, at his own discretion, 
during 1948 and 1949 to issue a 

















CIGHTS &@ 


Tune in ‘‘Lawyer 


LENSES 


Tucker" 


single license plate. The $10 flat 
license plate fee is effective the 
next registration year, or April 1, 
1948. 

Along labor legislation lines, the 
assembly approved three bills, in- 
cluding the Collins-Black bill pro- 
viding for a two year statute of 
limitation, the Kowalk bill relax- 
ing the hours of employment for 
females and minors and the Van 
Aken bill placing curbs on labor 
unions. 


Highway patrol was granted full 
police powers on state property 
and was given the right to arrest 
parking law violators within boun- 
daries of municipalities. Another 
important measure was a tax re- 
duction of about $25,000,000 annu- 
ally to employers in Bureau of 
Unemployment Compénsation con- 
tributions and $6,000,000 in former 
wartime surtaxes. 

Two important measures 
failed to carry in the present 
session were the establishment of 
turnpike toll roads and legislation 


that | 











“I’m worried, my car has been 
running so well since you fixed it I 
feel sure there’s something wrong.” 


giving employers the right to leave 
the workmen’s compensation setup 


and be carried by private insur- 
ance companies. 


Gray Opening Garage 
R. S. Gray is opening a body an:! 


fender shop in Largo, Fa. 
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By L. D. Bray 
Staff Correspondent 

RICHMOND, Va.—A double-bar- 
reled warning was issued to Vir- 
ginia’s curbside automobile deal- 
ers last week. 

Chester Lamb, head of the bu- 
reau of vehicles of the state divi- 
sion of motor vehicles, made known 
that his agency is planning to 
prosecute all automobile sales 
dealers believed guilty of operat- 
ing without benefit of license. 

A short time later, Victor Werne, 
counsel for the Richmond Better 
Business Bureau, warned against 
violation of the state advertising 
law. 

It was pointed out that viola- 
tion of either the license or the 
advertising law is punishable by 
fines ranging up to $500. 

“In addition,” Werne explained, 
|“each daily insertion of an illegal 
| advertisement is counted as a sep- 
larate offense within the meaning 
|of that law.” 





Said Lamb: “The division of mo- | 
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Virginia to Clamp Down 


State Plans to Prosecute Unlicensed Dealers; 
BBB Warns of Advertising Curbs 


tor vehicles receives from eight to 
ten complaints each week from 
legitimate dealers who claim they 
have been cheated out of sales by 
curbside operators. Licensed deal- 
ers find themselves consistently 
undersold by operators who do 
most of their business on the 
streets or by telephone and, by 
the nature of their dealings, are 
relieved of the cost of overhead, 
including the purchase of licenses 
and the rental of or taxes on of- 
fices and sales facilities.” 


Lamb warned prospective used- 
car purchasers that “you invite 
fraud by dealing with the unli- 
censed operators. If the car breaks 
down or proves to be a ‘lemon’ 
the buyer has only himself to 
blame. There is no dealer to fall 
back on for repairs. 


“When in doubt,” Lamb con- 
tinued, “the buyer should ask to 
see the salesman’s license before 
purchasing.” 

Werne went on to say that the 
type of operator described by 
| Lamb “usually attracts prospective 
purchasers through classified ads 
and the so-called dealers make it 
appear that the offer is made by 
a private party.” 

Werne added that “the advertis- 
ing law demands that any person 
| engaged in the business of buying 
|or selling cars or other commodi- 
ties must, whether he is licensed 
or not, indicate in the advertise- 
ment that he is a dealer. News- 
papers usually suspend advertising 
privileges of persons who are 
found in violation of the state law.” 


‘Tenn. Tests Law 
On Licensing 
Out-of-Staters 


CHATTANOOGA, Tenn. — State 
Revenue Inspector A. C. Ford, in 
an attempt to determine whether 
| out-of-state automobile dealers who 
| Sell cars in Tennessee shall be re- 
|quired to buy Tennessee dealers’ 
licenses, had C. A. Rutledge, Ross- 
| ville (Ga.) dealer, cited to court for 
| Selling without a license at an auc- 
| tion held July 23. 

Inspector Ford said he was tak- 
|ing the matter to the courts to 
clear up ambiguity on this point 

‘n the state revenue book. Many 
of the dealers selling cars at the 
auction lot on Rossville Blvd. are 
from out of the state, Ford said, 
“and it does not seem fair that 
these men should avoid paying the 
Tennessee privilege license which 
amounts to almost $400.” 

“All the other dealers have 
| agreed to abide by the decision of 
|the court in the Rutledge case,” 
|Ford declared. “If Rutledge is 
| found guilty, dealers bringing cars 
|into the state for sale will have 
| to buy licenses.” 

He added that Rutledge agreed 
to sell a car to L. A. Price with 
| the understanding that the ensuing 
automobile was to be considered a 
test case. Other “abuses” mentioned 
by Ford were the switching of reg- 
istration plates and the use of one 
pair of dealer’s tags for two auto- 
| mobiles. 


He explained that much of the 
used car business now being done 
in Chattanooga is going through 
the two auction places here. Eight 
| years ago there were only about 20 
automobile dealers in Chattanooga. 
Now there are approximately 75. 














'Betts to Become 


| Cadillac Dealer 


DETROIT.—Charles H. Betts. 
merchandising manager for Cad- 
illac, will soon 


resign that posi- 
tion to become a 
Cadillac distribu- 
tor and an Olds- 
mobile dealer i.1 
Des Moines, it 
was disclosed last 
week. 

Betts has been 
connected with 
the Cadillac fac- 
tory in the sales 





C. H. Betts 
division for nearly 13 years. 
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Harold Van Horn, Manager 





Ted Boynton, Assistant to Mr. Van Horn 


ANNOUNCEMENT! 


SPORTS AFIELD opens a new Detroit Office, 
2311 Book Building 


O SERVE more adequately the growing 

volume of advertising in Detroit and 
the surrounding territory, SPORTS 
AFIELD Magazine has opened a Detroit 
office at 2311 Book Building. 

This new office, already in operation, is 
under the capable management of Mr. 
Harold Van Horn, formerly of the Ameri- 
can Weekly and the Milwaukee Journal. 

Mr. Van Horn will have as his assistant 
Mr. Ted Boynton, who was recently re- 
leased from the Air Transport Command. 


The increasing importance of the sports- 
men’s market for automobiles, tires, accesso- 
ries—in fact, all kinds of merchandise, is em- 
phasized by recent surveys which indicate 
that sportsmen not only have 40% larger in- 
comes, but spend their money more freely. 

SPORTS AFIELD offers automotive adver- 
tisers the most responsive audience—and 
the largest audience of sportsmen readers 
available today. 

If you want further facts about this prof- 
itable market, telephone Randolph 0954. 


SP ORTS AF LELD ‘“‘The Most Responsive 


Audience of Men Available Today” 
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Bell Heads Up 
Distribution for 


Graham-Paige 


DETROIT.—Geo. Harold Bell, for- 
merly Willys-Overland sales direc- 
tor, has been named vice-president 
in charge of dis- 
tribution of the 
Graham - Paige 
Motors Corp., ac- 
cording to Joseph 
W. Frazer, G-P 
president. 

Bell has been 
associated with 
the automotive 
industry abl of 
“ his business ca- 

reer and had 
eo. = been with the 
Willys firm for the past eight 
years. He is credited with building 
a national sales organization of 
100 distributors and 2,000 dealers 
for the Willys Jeep. 

Previous to his joining Willys, 
Bell served in various executive 
capacities for five years with 
Chrysler Corp. and for 11 years 
with Buick. 
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Dallas, Tex., » Inc. officials marked the occasion with an informal 
luncheon. Left to right: Deryl Hull, branch manager, GMAC; F. C. Mengel, assistant 

manager, ; I. X. Sarvis, regional manager, Chevrolet; Felix Doran 
Ill, secretary-manager, Felix Doran jr., Doran Chevrolet; Mike Persia, 


E. L. Alley, assistant zone manager, 


Demand Ouster. 


Of Wis. Sheriff 


MILWAUKEE.—A petition to re- 
move Sheriff Hanley from office 
because of his automobile deals 


| was filed here last week by a tax- 


payer and 19 members of the Mil- 
waukee junior chamber of com- 
merce. 

Gov. Rennebohm told a group of 
the chamber members that he 
would submit their petition to his 


attorney and added that there 
would be no lack of diligency on 
his part if the petition is found 
to be in order. Previously, the at- 
torney general ruled that the gov- 
ernor was powerless to remove 
Hanley from office unless action 
was instigated by a taxpaying resi- 
dent of Milwaukee county. 


‘“‘We received excellent results from our 
advertisement printed in the Classified Sec- 
tion of Automotive News.'’—Adams & Son. 
Coeur D’Alene, Idaho. 


To Aid P , Sloan Says... 





'|NHUC Broadens Base 


Of Memberships 


WASHINGTON. — Alfred P.|tribute to the organizations in spe- 
Sloan, chairman of National High-/| cific fields which have done so 
way Users Conference, last week | much to advance those conditions,” 
announced plans of the conference jhe said. 
to widen its membership base. “The NHUC coordinates the work 

Vigorous prosecution of sound |of these groups for the interests of 
highway policies, both nationally | highway transportation as a whole, 
and in the states, will be assisted |and its work in this field is ever- 
by this broadening of the mem- | increasing.” 
bership, Sloan said. The conference has its offices 

In inviting industrial and other| in Washington. The headquarters 
organizations, not now represented, | and its field staff is in touch with 
to actively participate in the con-| legislative and other develop- 
ference’s work as subscriber mem-| ments in all states. 
bers, Sloan declared the confer-| There are more than 1,000 high- 
ence’s services are even more im-|way-user organizations affiliated 
portant to highway users and re-|with NHUC through their partici- 
lated industries today than in 1932, | pation in state highway users con- 
when the conference was first or- | ferences. 


ganized. I A 
“In seeking to make NHUC an Hercules Cuts 
Resin Prices 
















even greater force for good in cre- 
ating a healthy environment for 
highway transportation, we pay 






















(1. ) HURRY, HURRY, JOE, HE'S 
GAINING ON YOU 


(3.) OH WELL, YOU CAN'T EXPECT HENRY TO 

LIMBER UP SLOW-POKE JOE, BUT HENRY 
CERTAINLY KNOWS HOW TO KEEP A.CAR 
IN GOOD RUNNING ORDER | 






















JOES JOINTS SURE NEED 
LUBRICATION—TOO BAD HE 
CANT USE THAT FINE OIL 

IN CANS THAT HENRY SELLS ! 





“Wt We 


YG, ¢ 
4 \/ 


MTT kes 
HW == 

Pits 
Uk 


YEAH ! THAT OIL IN CANS THAT 
HENRY SELLS IS THE BEST BET A= 
FOR MY MONEY | IM ALWAYS © 


bp SURE OF GETTING QUALITY ! 







































“You get frequent turnover!’’says Henry 





“‘When you feature oil in cans you get frequent turnover in 
inventory because: 


*“*(1) Oil in cans is attractive . . . you can make good selling 
displays. (2) Customers know oil in cans assures them of the 
grade and quality they want. 


‘Besides, there’s no breakage, or mess to clean up, when 
you sell oil in cans!” 


AMERICAN CAN COMPANY 


New York ¢ Chicago ¢ San Francisco 





NO OTHER CONTAINER PROTECTS LIKE THE CAN 


10-25 Percent 


WILMINGTON, Del.—A _ sweep- 
ing reduction, ranging from 10 to 
25 percent, in the prices of major 
volume synthetic resins for the 
paint, varnish, lacquer, adhesive 
and printing ink industries was 
announced last week by Hercules 
Powder Co. 

Indicative of the extent of the 
reductions is the new price of 16 
cents per pound for Pentalyn A 
resin, a 16 percent drop. Under the 
new schedule, Hercolyn, widely 
used as a replacement for castor 
oil in protective coatings and ad- 
hesives, is at a new low price of 
15% cents per pound, the company 
said. 

“This marks the first time that 
a standardized pentaerythritol es- 
ter, Pentalyn A, has sold for the 
same price ‘as ordinary ester gum. 
The Pentalyn resins are used ex- 
tensively in varnishes, adhesives 
and printing inks,” Hercules said. 

“A major factor affecting the 
widespread reduction in prices is 
the new, modern synthetic resin 
plant at Burlington, N. J., which 
has recently swung into full opera- 
tion and greatly contributed to 
operating and distributing econ- 
omies,” the company said. 


Walrath Succeeds 


Boscow at Nash 


DETROIT. — George E. Walrath 
has been appointed Western re- 
gional manager of Nash with head- 
quarters in San 
Francisco, it is 
announced by H. 
C. Doss, general 
sales manager of 
Nash. 

Walrath suc- 
ceeds A. R. Bos- 
cow, regional 
manager since 
1944, who will re- 
main with Nash ‘ co 
Motors as its G. E. Walrath 
Burlinga 


me 
(Calif.) automobile dealer. 


Walrath has been in the business 
for 33 years. He joined Nash Mo- 
tors in 1937 as zone manager, pre- 
viously having been associated 
with the Ford Motor Co. and Gen- 
eral Motors. Walrath will be re- 
sponsible for Nash sales and ser- 
vice activities on the West Coast 
through zone offices located in San 
Francisco, Los Angeles, Denver and 
Seattle. 


Buffalo Dealers Set 


Outing for Aug. 14 


BUFFALO. — The Buffalo Auto- 
motive Trade Assn. has scheduled 
its annual outing for Aug. 14 in 
the Clarence club house of the 
Auto Club of Buffalo. 


General chairman for the affair 
is BATA Director Carl Westcott. 
Serving on the general committee 
are: Joe Villa, Jim Crosby and 
Walt Arenz. Area committeemen 
are Al Eschborn, Hamburg; Stan 
Packard, Tonawanda; Paul Mac- 
Roberts, East Aurora; Ted Bauer, 
Depew; Bill Dietrich, Williams- 
ville, and “Bus” Reuter, Kenmore. 
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“Let’s have a 











“I am not a Junker,” says Charles A. Eaton, Chairman of the House Foreign 
Affairs Committee. “As a peace-loving American and as a former minister 
of the gospel, I loathe violence in any form. But as a descendant of free and 
sturdy pioneers, I cannot face the ignominy of being pushed around by 
Russia—a ruthless and brutal nation.” In the August issue of THE AMERICAN 
MAGAZINE, this outspoken U. S. Representative from New Jersey says now 
is the time to call Russia’s hand. Read his article today and see if you agree 
with the suggestion: 


LET’S HAVE-A SHOWDOWN WITH RUSSIA! 
by U. S. Representative Charles A. Eaton 


Let’s have a showdown on advertising! 





The article described above is still another example 
of the alertness of THE AMERICAN MAGAZINE in pre- 
senting to its readers the timely views of important 
people regarding any threat to the American way of 
life and business. In the past year alone, we have fea- 
tured 26 such articles. 

For nearly forty years, THE AMERICAN MAGAZINE has 
fought for American ideals. Thus, over the years, it has 
built a special character and reputation which make 
THE AMERICAN MAGAZINE’S audience one of the most 
responsive—and one of the best “buys”—in the whole 
field of publishing. 

Dollar for dollar, page for page, no other magazine 
can match the multimillion male-female circulation 
delivered by THE AMERICAN MAGAZINE. 












“ \menical 
Magazine 


Bud Schirmer (Detroit Manager) — H. A. Patterson 
THE AMERICAN MAGAZINE 
General Motors Byilding, Detroit 2, Michigan 












bere 


THE CROWELL-COLLIER PUBLISHING CO., 250 PARK AVE., NEW YORK 17, N. Y., PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN'S HOME COMPANION 
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AUTOMOTIVE WASHINGTON 


Probes, “48 Planning 
Keep Congressmen Busy 


By William Uliman 
Washington Correspondent 
WITH THE first session of the 80th Congress ended, lead- 
ers of both the Senate and the House turned immediately 
last week to the preparation of grist for the legislative mills 
of the next session, whether it a special call later in the 
present year or regular session scheduled for next January. 
Plans for the general re-O 
vision of the Internal Rev- 
enue Code probanty will re- 
Cc. 


ceive as mu and as profound 
study meanwhile as anything to 
come before the next legislative 
gathering. Drafting of tax pro- 
posals is a matter very important 
not only economically but also po- 
litically, especially with an election 
year coming up and campaign 
strategy to be considered. 

The Ways and Means commit- 
tee tax hearings, which have been 
recessed, are scheduled to be re- 


sumed Nov. 4, 
while more than 
a dozen investi- 
gations will get 
underway almost 
immediately The 
80th Congress has 
outlined for its 
members some of 
the most ambi- 
tious factfinding 
junkets in the 
history of Ameri- 
can congresses. 





If’S RUMORED THAT 
today’s cars are the heaviest ever built! 





As the first session came to a 
close, some $2,300,000 had been ap- 
propriated by the House and Sen- 
ate for congressional junkets and 
special investigations. In its final 
hours there were approved funds 
for a $500,000 investigation of the 
structure and operations of the 
federal government; $50,000 to 
launch a study of the operations 
of the Voice of America program; 
$50,000 for an investigation of the 
problem of displaced persons, and 
$100,000 for a searching inquiry 
into the present high prices of 
consumers goods. 

A pair of the most ambitious 
enterprises scheduled for the re- 
cess involve planned House stud- 
ies of America’s participation in 
world affairs. Two groups from 
that body will take off to have a 
first-hand look at the political 
and economic problems vexing 
the world. 

A 25-man House Foreign Affairs 
Committee group has been voted 
$125,000 by Congress to visit Eng- 
land, the Ruhr, Greece, Turkey, 
China, Korea and Japan to find out 
just what political troubles boil in 
those faraway spots and what ob- 
ligations may fall upon America 
in the next year. 





TO CELEBRATE receiving the 10-point award as a Nash select dealer, Cropper Motor 
Co., Cheyenne, Wyo., held a street dance in front of the dealership with Mayor J. Mc- 
Inerney (left of microphone) opening the ceremonies. At his right is George Cropper, 


the Nash dealer. 





cial House committee, also provided 
with $125,000 for expenses, will set 
about learning of the world’s eco- 
nomic problems and what this na- 
tion may be called to do for Euro- 


At the same time a 19-man spe- ES countries under the Marshall 





Not entirely true. In 1770, a French inventor, Cugnot, built 
what is believed to be the world’s first automobile. It was 
steam-driven, had front wheel drive—on its one front wheel 
—and was capable of speeds up to two and one half miles 
an hour. It weighed about ten tons! 


IT’S RUMORED THAT 


there'll soon be “Slot Machine Service Stations” in remote spots 
all over the nation! 


With what they’re doing with hot hamburgers, machines 
that make change, and the like, we wouldn’t say it couldn’t 
be true. But it’s really going to ruin things for the poor 
fellow who tries to pull the old one about “Gosh, Sweetie, 
I just ran out of gas!” 


Contributed by Howard Hodges, Monterey, Call. 


IT’S RUMORED THAT 


ideas about car life have changed! 


Right! During the war people found that intelligent care, 
iodic checkups by their Doctor of Motors, AND Perfect 
ircle Piston Rings made old cars act young longer than 
they had thought possible. Now they KNOW Perfect 
Circle Piston Rings check oil pumping, give more power 
with less gas—and that with proper care a car can be good 
for years! 


IT’S RUMORED THAT 


reloading 3 times saves money for coast-to-coast truck freight 
shippers! 

A true story! Varying state laws allow the use of longer and 
bigger trailers in the West, and more than one to a tractor. 


The saving in the use of the larger equipment justifies the 
cost of the reloading, and actually saves money on the haul! 














Perfect Circle Corporation, makers of Perfect Circle Custom Made Piston Ring Sets, will pay fifty dollars 


($50) for each rumor, fact or fiction, accepted for this page. Send your rumor to Rumor Page, Perfect Circle, 
Hagerstown 5, Indiana. All contributions become our property and cannot be returned or acknowledged. 














plan and for Oriental countries un- 
der plans still undefined. 

These two ambitious projects will 
look not merely into the finances 
and needs of the British Empire, 
the French and the Italians and 
the Greeks and the gmaller coun- 
tries of Europe but likewise into 
affairs in Japan, Korea and the 
Philippines. 

But aside from these foreign- 
policy investigations both houses 
have planned a score or more of 
studies and junkets which will 
keep numbers of members s0 
deeply engaged between now and 
January they will have little time 
for repairing political fences. 

The House, according to a rough 
count of legislation adopted since 
January, has close to $1,000,000 of 
investigations and junkets planned. 
The Senate has approximately 
$750,000 on tap and the two houses 
have special joint investigations of 
approximately $600,000. 

The joint studies will be the 
reorganization investigation, to be 
headed by former President Her- 
bert Hoover, and a price investiga- 
tion by the congressional Joint 
Committee on the Economic Re- 
port. 

This latter committee, headed by 
Sen. Taft, has been given $100,000 
to send a number of subcommittees 
to various parts of the United 
States to take testimony on high 
consumer prices and to suggest 
remedies for the existing price in- 
flation. 

Projected House _ investigations 
range over the widest field ever 
covered by any American Congress. 

* . * 


3 Democrats Propose 


$4 Billion Tax Cut 


IN THE closing hours of Con- 
gress there was dropped into the 
legislative hopper a tax reduction 
bill, sponsored by three Ways and 
Means Committee Democrats, pro- 
posing aggregate cuts of approxi- 
mately $4 billion. 

Labelled by the trio “the right 
kind of tax reduction,” the legisla- 
tion would terminate most of the 
wartime excises, boost personal ex- 
emptions from $500 to $600, repeal 
the transportation tax on property, 
reduce surtaxes by one percentage 
point through all brackets, and al- 
low married persons in non-com- 
munity property states the same 
tax treatment now accorded hus- 
bands and wives in community- 
property states. 

The authors of this Democratic 
bill were Reps. Forand of Rhode 
Island, Eberharter of Pennsylvania 
and Dingell of Michigan. 

* * + 


Foreign Policy Harmony, 


Domestic Policy Rift 


IT MAY be said that the session 
just closed was marked by a high 
degree of cooperation between the 
Congress and President Truman on 
foreign policy issues. Virtually 
everything the Chief Executive 
asked for on international matters 
was granted by the legislators, al- 
though some of the planned ex- 
penses were trimmed. 

Certainly not every foreign pol- 
icy program was approved with en 
thusiasm, for both Republicans 
and Democrats were critical of 
some, and they were given Con- 
gressional approval only afier the 
legislators took the stand that they 
had to be shown. 


Ch 
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wil || What Charlie wants most What GiGi wants most What Pete wants most 
— | is a trophy... is a string of pearls... is an ace... 


Better financed dealers? 
Quicker acceptance of new models? 


More outlets? £ the industry? 


3 ZA LAY siccnr veer” “or WHAT? 


nited | ny. Wik What do you want most, 
west | oo, PN an ek ED Pre en Mr. Advertiser? 


What Myrtle wants most 
isa lift... 


roxi- You get more of what you want in any market when your promo- 
ight tion is geared for greatest effectiveness on the people who can 
isla- give you what you want—the consumers and the dealers. 

You get more of what you want in Chicago thru the Tribune because, 
every day of the week, the Tribune is the newspaper which is bought, read 
and bought from by the people who account for the bulk of the sales 
| al- made in auto showrooms and home appliance outlets thruout Chicago and 
ame suburbs. when you build your promotion around the 
hus- In addition, the Tribune's coverage of cities and towns adjacent to 
my Chicago and suburbs makes it a regional medium celebrated for its 
‘atic ability to build sales and win dealer co-operation thruout the central 
_ states. 

: With the Tribune as your number one Chicago medium, you get from 

510,000 to 670,000 more total circulation on week-days than other 
Chicago daily newspapers deliver. On Sundays, you get from 375,000 

to 1,075,000 more than other Chicago Sunday newspapers deliver. More new passenger cars were sold in Cook County (Chicago) in 

1igh When you can have more, there is no need to be satisfied with less. To 
achieve your aims in Chicago with maximum economy and effectiveness, 
ally build your promotion around the Chicago Tribune. Rates per line per 
100,000 circulation are among America’s lowest. delivers the equivalent of majority coverage of all the families. 





You get more of what you want in Chicago 


Chicago Tribune 





pre-war years than in any other county in America. In this 


number one market, the Tribune is the one newspaper which 


= June average net paid total circulation: Daily, Over 1,035,000—Sunday, Over 1,500,000 


the Chicago Tribune representatives: A.W. Dreier, 810 Tribune Tower, Chicago 11—E. P. Struhsacker, 220 E. 42nd St., NewYork City 17—Fitzpatrick and Chamberlin, 155 Montgomery St., San Francisco 4—W.E. Bates, Penobscot Bidg.,Detroit26 


MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., FIRST THREE MARKETS GROUP, AND METROPOLITAN SUNDAY NEWSPAPERS, INC., 
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** NOW 26,000,000 AMERICANS READ 
LIFE EVERY WEEK. 


This represents an increase of 15 per 
cent over LIFE’s previous weekly 
readership of 22,550,000. 
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sk LIFE’s new audience figure is from the forth- 
coming report No. 9 of the Continuing Study of 
Magazine Audiences. Further weekly magazine 
audience statistics, including regional, state, and 
local figures, will be available in the near future. 


COMPARATIVE AUDIENCES OF 3 LEADING WEEKLY MAGAZINES 


MAGAZINE CSMA #8 (1946) CSMA #9 (1947) 
LPG es a ee ee ne DE eee. ee 26,000,000 
Saturday Evening Post .. . . 12,700,000 .... . 13,750,000 


CoM ais a Se ae WOOO GOO 2 ke 11,100,000 





THE LARGEST WEEKLY MAGAZINE 
AUDIENCE IN AMERICA 
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Dealer Busi 





By J. B. Van Tassel 
fe XPSRIENCE has proved that 
over 90 percent of all business 
failures are due to a lack of suf- 
ficient ready money to weather a 
depression. In order to help you 
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ness Counsel 


What Are Normal Capital Requirements? 
Here Are Some Fundamentals 


down deals because of lack of 
cash. 
3. Sufficient cash at all times to 
carry your business through a de- 


pression. 
+ * * 





owned and how much should be 
borrowed. Where a dealer owns 
all the capital he will use in a 
peak year, he will then be over- 
capitalized in all other years, 
which would mean capital lying 
idle. If the reverse were true 
and the dealer owned only the 
capital he would use in a lean 
year, then in all other years he 
would have to borrow money to 
operate. 

It is not good business to always 
be indebted to a bank or a finance 


Qanaow, yy 























rotect your financial condition * 
. z and to help you Between Extremes company. This being true, isn’t it | 
build real stabil- T? PLAN such a program intel-| logical and sound that the dealer | 
ity into your or- ligently, taking into considera-| should own an amount that falls | i 
ganization, it|tion past performances, together/ somewhere between these two ex-| 
would be well for | With future anticipations, the fol-| tremes? o! 
you to seriously | owing requirements must be met: isl ais EVERY EMPLOYE OF Rodger Pontiac Co., Dayton, 0., is given @ splie-and-span 0 
consider the ap- : 1. a — 2 a — How to A pply aoaty Snandenes a a ae et bones = Se — =. —— or title of i 
; r e wearer. ‘‘A clean uniform is a ¢ mo uilder,’’ . rs, presi- j 
cao Tacos jo nce — a aaa ais tee. L=* us assume that your sales dent. It costs the company $5,000 = year to supply the uniforms. Hedgers fs poostdont i al 
fundamentals in| 2 There should be no over-capi-| .— experience in the year 1941 was) A Chaitin Aw. 
the control and |talization in a poor year. F ae | ni 
maintenance of} 3. There must be sufficient capi- New car sales at cost..$ 75,000 | amount of working capital for a tory (90 day supply) .. 3,750 fis 
: your working|tal to provide the necessary bor- Used car sales at cost.. 50,000 | normal yearly sales expectancy,| Receivables } 
¢. B. Van Tass! capital: rowing capacity in @ peak year. Parts and accessory based on the above figures: (40 day supply) ....... 5,600 ‘ 
1. The retention of sufficient It would be my suggestion that sales at cost ......... 15,000 New car inventory Cash (1 month’s expense ee 
cash in your business to operate| a dealer use his sales experience Labor sales at cost .... 12,000 (30 day supply) ....... $ 6,250 plus shop payroll) .... 4,000 ss 
economically; to the point of ex-| in 1941 as the normal year for “adainialin Miscellaneous assets .... 1,000 
tracting maximum profits. establishing this program. Next Total sales at cost ..... $152,500 Used car inventory 
2. Insurance against the neces- | he must decide on how much of | Here is the way I would suggest | (40 day supply) ....... 5,600 Total current assets . .. .$26,200 
sity of some day having to turn | his working capital should be | you determine your required Parts and accessory inven- Accounts payable 
_ Aas ean eRe renner nate poet Comen (stockroom & service) $ 3,200 
Liquid investment .... $23,000 
The working capital requirement 
on this basis is $23,000, or $230 for 
each $1,000 of new car retail vol- 
ume at list price. You will note | 
that this projection calls for a deal- i 
er owning 100 percent of his new i -= 
car stock. Some objection may be i tic 
raised that a dealer, with proper pa 


credit standing, can floor plan 90 ' wl 


my next article I will tell you why 





percent of his new car stock. In i ' 
I do not think this is good business. wi 
(Any questions on business man- th 
agement will be gladly answered un 
by Van Tassel. Address him in care Th 
of Automotive News, Detroit 26, i dis 
Mich.) i ed, 
] 
Rubber Use Sets no} 
New U. S. Record os 
For 5 Months - 
NEW YORK.—Rubber consump- ser 
tion in the United States advanced 
sharply in the first five months of lic 
1947, rising 17.43 percent over the my 
corresponding period in 1946 when it 
manufacturers established a new as 
annual record of 1,039,000 long | th 
tons, it was reported last week by wi 
the Rubber Manufacturers Assn. j icy 
Use of natural and American- ws 
made rubber totaled 486,926 long Né 
tons through May 31. This is cal 
roughly equivalent to the average ver 
annual consumption for the 10 pre- tai 
war years from 1929 to 1939. wi 
Consumption figures showed do- a 
mestic use of 216,331 long tons of tin 
natural rubber and of 270,595 tons W 
of American-made rubber for the wid 
five months. In addition to crude adv 
rubber, manufacturers consumed thre 
126,119 long tons of reclaimed rub- ed, | 
ber, a gain of 15.32 percent over sibil 
the same period last year. adve 
The figures on American-made oppc 
rubber included: 217,104 tons of linec 
general purpose rubber (GR-S); trad 
17,998 tons of ce get peric 
33,470 tons of butyl ( -I), and 
« gene 
WHAT TIME?.. HOW FAST?.. GOT GAS? 2038 tone of the so-called N-type | em 





Du Pont “Lucite” answers car owners’ questions... car makers’, too! | Idle-Pay Taxes Slashed M* 








cope . move 
$28 Million in Pa. vod 
HARRISBURG, Pa.—An act cut- i 
On 15 different makes among the from the day they got a full knowledge ting employers’ unemployment com- tee: 
new cars, you find 58 parts made of | ofthe Du Pont plastics. E. I. du Pont de pensation tax rates from the pres- but t 
“Lucite’’—clear indication that the Nemours & Co. (Inc.), Plastics Dept.. a a ic tent. pl aan 
. “Nay . 2 ’ | « 
automobile makers are giving Mr. and Room 218, Arlington, N. J. as the state fund equals or is in } mage 
Mrs. America the beauty, the smart "REG. U.S. PAT. OFF —— “«— oe of the pay: Th 
2 . | rolls in e state, was given fina hecti 
styling, the performance they demand. | passage by the Pennsylvania leg- oss, 
Wherever ‘“‘Lucite’”’ acrylic resin is |islature and sent to the governor Mars 
used, lasting beauty is gained. The | for signature. ed. 7 
rystal clarity, high optical alities, | It was indicated this measure and 
or = ty 8 P a quait | will mean a saving of $28,000,000 ward 
the ‘edge-lighting property of a year to Pennsylvania employers. raise 
**Lucite” give excellent service... add Unemployment compensation pon 
OUT IN FRONT... smartness. Resistance to weathering en id benefits were extended by another ae 
; . a a ea + 8 bill given final approval from 20 again 
The flashing beauty of this hood helps “Lucite” keep its sparkle for years. to 24 weeks. Also sent to the gov- Th 
cna at Be — nen is In many fields manufacturers date as 7 ernor was a bill denying unem- on 
eighte: y nig illumination. . oe . loyment compensation benefits t 
“Lucite” is readily molded in many their discovery of the best way to im- a ieun, ” , publ: 
such attractive designs. Available in prove a product, or to build a new one, Ae = AREER er PRN Oe eS | —____ tome 
colorless transparency or in a variety ee as i 
of colors. aeaeeanan durable plas- Parts molded by: Michigan Molded Plastics, Dexter, pha niteg cx: Become neh | Frievalt Motors Opened — 
Pp g, aur Pp - . : diffe) 
tic adds the right note of distinction Mich.; Plastic Molders, Inc., Chicago; Hoosier-Cardi- Frievalt Motor Sales (Chrysler- 
; wy . y a . on publi 
and prestige. nal Corp., Evansville, Ind.; Electric Autolite Co., Bay Plymouth), has opened its new te 
City, Mich.; Franklin Plastics, Franklin, Pa. salesroom and garage at Oconto, coon 


Wis. Fred Frievalt is the owner. 
ties « 
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flected by the policies and pro- 
grams of the national associa- 
tion. 


By William Ullman 

Washington Correspondent 
1‘ year the National Automo- 
bile Dealers Assn. celebrated its 
30th birthday. Next year its offi- 
cial publication, N.A.D.A. Maga- 
zine, will celebrate its 20th birth- 
day. In that time the magazine has 



























privilege of voicing the opinions 
of NADA as represented by its 
officers and committees who are 


faithfully chronicled|on behalf of the automobile re- | 

No. 7 the development of |tailing business. Since the general | 
of a Series organized activities of | automotive industry is so integrat- 
on NADA automobile dealers, |ed with the welfare of automobile 


dealers, articles on the various 
phases of the industry are addi- 
tionally a regular feature of the 
magazine. 

Since a large part of the organ- 
ized activities of automobile deal- 
ers are centered in the state and 
local dealer associations, they find 
the columns of the magazine a 
means of reporting and discussing 
their work for the entire dealer 
body. The columns provide an 
open forum for individual dealers, 
and frequently personality sketches 
of interesting dealers and those 


and in the process 
also has made its own individual 
growth until today it stands as 
one of the authoritative and recog- 
nized journals in the automotive 
field. 

Although the magazine is now 
in its 19th year, and is a healthy 
and forceful spokesman for auto- 
mobile dealers, 
the period of its 
greatest develop- 
ment came in the 
last 10 years. 
Originally named 
the N.A.D.A. Bul- 


The magazine has the duty and | 


chosen by the members to speak | 


NADA Magazine a Respected Journal 


With Rudy Anderson As Editor, Publication Has Expanded 
By Leaps and Bounds in Last Decade 


| lished. 





as possible. This was particularly 
true during the war, when NADA 
was guarding the interests of au- 
tomobile dealers on government 
regulations. 

“Consequently, we can’t worry 
about duplication. What we want 
is saturation.” 

Nevertheless, N.A.D.A. Magazine 
; has created editorial features that 

N.A.D.A. Magazine is in the| have been worthy of being quoted 
unique position of sharing some and reprinted. During the war ar- 
of its best stories with other pub- ticles about the NADA battalions 
lications in the trade. Having pri- in Europe and Africa provided 
Sieuaae To ce first-hand information of the work 

done in the heat of battle by me- 
from NADA headquarters, N.A.D.A.| chanics from dealers’ shops, as 
ce would under the — well as dealers in uniform, and 
circumstances “scoop’ e trade.| were widely reprinted. Other types 
But N.A.D.A. Magazine does not| or articles strike a responsive 
compete with fellow publishers in chord among certain groups and 
the sense of holding NADA news are quoted and reproduced. 
i eee a Issues of N.A.D.A. Magazine in 
recent years have been a far cry 
“ AS ONE who has seen big news| from the first all-type copies. 
in the making here in Wash-| Special covers have been painted 
ington,” says Editor Anderson, “I| by leading commercial artists, 
naturally swallow hard when I see; and printed in their full colors. 
it released ahead of me. But the! gimilarly, full color inserts of ad- 
distribution of automotive news! vyertisers have been added to the 
from Washington has been of big- pages of the magazine. Pictures 
ger importance than to keep it| of all kinds are now used liber- 
exclusive for one publication. The ally, and color pages are a regu- 
job has been to get it in circula-| lar part of each issue. 
tion as quickly and as widespread| One of the important contribu- 






who do unusual things are pub- 


17 


tions of N.A.D.A. Magazine to the 
trade is the publication of the com- 
plete convention proceedings. In 
a single issue the full convention 
is brought to the entire member- 
ship—a “convention-by-mail” to 
dealers unable to attend, and a 
published record for those who do 
attend and want to keep what they 
heard and saw for reference. 

N.A.D.A. Magazine reached a 
new high in its publishing history 
with the convention number on 
the Atlantic City convention—a 
volume of 68 pages. 


Air Freight Agreement 


NEW YORK.—Eastern Airlines 
and the Railway Express Agency 
have signed an international air 
express agreement whereby the ex- 
press agency will handle all over- 
seas and international air express 
shipments to San Juan, Puerto 
Rico. The agreement also specifies 
that REA will develop and promote 
international air express business 
for the airline. 


Laredo, Tex., Gets Meters 


Car-Park Meter Corp. of Cincin- 
nati has been awarded a contract 
to install 500 parking meters in 
Laredo, Tex. 


letin, it had the 
characteristics of 
a house organ 
such as the name 
implied, devoting 
its contents en- 
tirely to associa- 
tion reports in issues of eight 
pages and printed in black and 
white. 

The magazine began to assume 
a higher degree of importance 
when NADA was in the thick of 
the automobile dealers’ price code 
under the National Recovery Act. 
The former drab appearance was 
discarded, a new cover was adopt- 
ed, and color added. 


In making the change it was an- 
nounced editorially that “many 
members have expressed the desire 
that it be improved both in ap- 
pearance and content and more 
accurately reflect the prestige and 
character of the great trade it 
serves. This has now been done.” 

This enlargement of the pub- 
lication provided a vehicle for 
more news and information, but 
it added a heavy expense. Then, 
as the publication had achieved 
the format of a trade journal, 
with an aggressive editorial pol- 
icy of constructive articles, it 
was decided by the officers of 
NADA that their official publi- 
cation should be opened.to ad- 
vertisers. An arrangement to ob- 
tain advertising was worked out 
within the organization, but the 
need was felt for an advertising 
man who could give his entire 
time to the work. 

Ward Marsh, a Detroiter with 
wide experience among automotive 
advertisers and well known 
throughout the trade, was consult- 
ed, and, looking ahead at the pos- 
sibilities, he accepted the job of 
advertising manager. Similarly, the 
opportunity for expansion was out- 
lined to Rudolph E. Anderson, a 
trade paper editor of broad ex- 
perience in both automotives and 
general publishing, and he took 
charge of editorial development. 

* > . 

M2ANWHILE, the approach of 

war made it necessary to 
move the headquarters of NADA 
from Detroit to Washington. The 
editorial department was trans- 
ferred with the rest of the staff, 
but the advertising department re- 
mained in Detroit, which was the 
source of most of the business the 
magazine was carrying. 

The war years that followed were 
hectic ones for the publication, but 
the confidence reposed in it by 
Marsh and Anderson was reward- 
ed. Toward the end of the war| 
and during the two years after- 
ward the size of the magazine was 
raised to an average of 32 and 40| 
pages an issue. In 1946 N.A.D.A. 
Magazine printed 436 pages, as 
against 284 in 1941. 

The policy of the magazine has 
always been to retain an iden- 
tity of its own. As the official 
publication of the National Au- 
tomobile Dealers Assn., it has a 
mission to perform peculiarly 
different from other automotive | 
publications. Its reason for exis- | 
tence is to keep the trade in- 
formed of the organized activi- 
ties ef automobile dealers, as re- 

























Rudy Anderson 








Keusry. Mazes WHEEL CoO. 


IN J INTER-RELATED PLANTS 
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@ Serves the Automotive and Agricultural 
Industry in United States and Canada 


Kelsey-Hayes with its seven plants manufactures superior 
products—each Kelsey-Hayes plant concentrating exclu- 
sively on a particular phase of total production. 


Monroe manufactures wheels. . . Jackson produces brakes 
...Detroit-McGraw Avenue Plants make drums, hubs, and 
hub and drum assemblies...Detroit-Military Avenue Plants 
specialize on component pressed steel parts for brakes and 
brake drums... the South San Francisco-Lathan Plant 
specializes on vacuum power brake equipment... the 
Davenport Plant is producing farm implement wheels, hubs, 
axle assemblies, and other implement parts... and the 
Windsor-Canadian Plant supplies the Canadian indus- 
try with passenger car and truck wheels, hubs, and drums. 


& Sales and Service from Coast to Coast on All Products 








DETROIT 32, MICHIGAN 


icici 


= 


Products for Passenger Cars, 
Trucks, Trailers, Tractors, 
and Farm Implements: 


@ 
Hub and Drum Assemblies 
.. + Wheels and Brakes .. . 
“Vacdraulic” Brake Power 


Units . . . “Lathan” Vacuum 


Power Brake Equipment . . . 












like you owned a 






Here’s another in the famous Nash series of great out-door pgst- 
ers. It’s clicking with motorists from coast to coast. We’ve given 
it Perfect Exposure ... snapped up choice locations that give . 
top-billing to individual Nash dealers! Everywhere... in perfect 
focus... this August poster is the Hit of the Road! It’s no wonder 


dealers are saying: “Now Smile... like you were selling Nash!” 


VOU LL BE MMLAD WITH 








NASH MOTORS DIVISION, NASH-KELVINATOR CORPORATION, DETROIT 








Dealer 





Patterson Observes 


40-Year Anniversary 


Fred W. Patterson sr., president 
of Ajax Auto Co. (Oldsmobile), on 
Chicago’s Stony Island Ave. motor 
row, is proudly celebrating the 40th 
anniversary of his first connection 
with the industry. 

On July 17, 1907, he went to 
work for the late Vincent Bendix, 
who had organized the Bendix Co., 
makers of automobiles. Patterson 
recalled vividly the two models 
turned out, one a small 2-cylinder 
affair, the other a medium sized 
4-cylinder. Patterson is the dean 
among active Chicago dealers. 

a * * 


Nash Splash 


Rhodes Opens in California 
With Big Fanfare 


Rhodes-Nash, 1531 Fourth St., 
San Rafael, Calif., has opened its 
new dealership. Jack and 
his sons, Bob and Jack jr., are 


partners. 
The building proper contains 17,- 
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Doings 


192 square feet. Including the 
used-car lot located across the 
street, Rhodes has 31,492 square 
feet at his disposal. 

The opening of the dealership 
was announced in the San Rafael 
Independent with a full page of 
reading material and two pages 
of pictures. 

Rhodes, who has 30 years of ex- 
perience in the automotive field, 
has employed Rex Hickman to 
take charge of the parts depart- 
ment and Al Berthinier to direct 


service. 
* +. * 


Ruby’s Selection of Site 
Pays Off After 25 Years 

Foresight a quarter of a century 
ago is paying dividends today to 
J. B. Ruby, Charleston, W. Va., 
who is celebrating this 25th year 
as the southern West Virginia 
dealer for Packard. 

Ruby was one of the first men 
in the automobile business to rec- 
ognize the fact that some day traf- 
fic congestion would play an impor- 
tant part in the success or failure 








of an automobile dealership. He 
chose as his site a location which 
is three blocks from the princi- 
pal business street of the state’s 
capital city, yet it is even today 
uncrowded because the principal 
part of the business extends west 
from Capitol St. 

* * 


Profits Outing 
Vt. Dealer Distributes 


Third Worker Bonus 


Employes of Green Mountain 
Motors, Inc., Burlington, Vt., re- 
cently attended the third “share- 
the-profits” outing under the com- 
pany’s unique bonus plan. Charles 
Willard, president and _ general 
manager, distributed nearly $1,000 
to the employes. 

The system, inaugurated in Jan- 
uary, provides for employes shar- 
ing in the profits every two 
months. Since the plan was start- 
ed, each employe has received over 
a month’s salary through the bonus 
system. 

+. * * 


Control Booth to Feature 
Mansfield’s Tucson Plant 


A second-floor control room 
overlooking 19,000 square feet of 





floor space devoted to automobile 
repairing is a feature of the new 
building housing Monte Mansfield’s 
Ford sales and service firm, Tu- 
scon, Ariz. From the control room, 
A. D. Scott, plant superintendent, 
directs the work in the entire 
plant through a loud speaker and 
lighting control system. 

There is a display patio built in 
Mexican style, where new cars will 
display 4,500 square feet of dis- 
play space. The stock room occu- 
pies two stories and will carry an 
inventory of $50,000. Accessories 
and parts will be distributed from 
the Mansfield firm to other deal- 
ers throughout southern Arizona. 

a” + * 


South Park Fete 
Raises $20,000 
For Hospital 


BUFFALO.—South Park Chevro- 
let, 1545 South Park Ave., per- 
formed an outstanding community 
service recently when it raised 
nearly $20,000 for the Mercy Hos- 
pital building fund during a fes- 
tival at the dealership’s showrooms 
and used-car lot. 

A crowd of nearly 5,000 thronged 





WHY IT PAYS TO 


| HANDLE G-E LAMPS 


“FOR EVERY SOCKET—FOR EVERY CAR’ 


More and more dealers are discovering these 
common sense reasons why it’s good business 
to make General Electric your basic line of 
automotive lamps: 


1. stsapy DEMAND — There’s a good market for 
G-E lamps the year ’round. Sooner or later, 
every customer needs ’em! 


2. raster turnover — More and more drivers 
prefer G-E lamps. They’re easier to sell be- 
cause the G-E monogram is a widely rec- 
ognized mark of value. 


3. setter Gross Pprorit— Volume sales plus a 
good profit margin makes G-E lamps a 
top-notch money maker. 


4. compuete tins—General Electric makes every 
type of automotive lamp —“‘for every socket, 
for every car.” 


5. Quatity Leapersnip — You’re sure of customer 
satisfaction, because General Electric re- 
search is constantly at work to make G-E 
lamps... 





STAY BRIGHTER LONGER! 








around a bandstand while another 
1,000 lined the curbs of the street. 
Several thousand balloons and 
lollypops were given to children. 

Also given away were 50 chick- 
ens, 25 ducks, eight dogs, one pig 
and a 1947 Chevrolet. These were 
the gifts of Hal Casey, genera! 
manager. 

“We really need an addition to 
Mercy Hospital and I think the 
people of south Buffalo can take 
a great deal of credit for contrib- 
uting to the building fund to- 
night,” Casey told the audience. 
“We are always interested in any 
activity that helps our community.” 


Rain canceled a carnival and 
street dance scheduled to be held 
in a five-block area near the deal- 
ership. 


* * 


Small New President 


Of White Rose Motors 


John H. Small, York, Pa., has 
been elected president of White 
Rose Motors, Inc. (Cadillac-Olds- 
mobile). He succeeds Walter F. 
Grove, who had been associated 
with the organization for the past 
10 years as president and general 
manager. 

Small was formerly with the 
Martin-Parry corporation and has 
announced that no changes in the 
personnel of the dealership are 
contemplated. 

* * * 


Burnsteen Opens Concern 
For Chrysler in Ohio 


Burnsteen, after serving 
in Cleveland for 24 years as a 
salesman, has moved to Wooster, 
O., to open a Chrysler-Plymouth 
dealership. For the past 14 years, 
he served as sales manager for 
Dowd-Feder Inc., Cleveland. 


Burnsteen’s building in Wooster 
will be at 544 E. Liberty St. 


* * * 


Four Firms Chartered 


In Wis. During June 


The following new automotive 
corporations were formed in Wis- 
consin during June, according to 
the records of the secretary of 
state: 

Fletcher Motor Sales, Inc., Hart- 
ford; Wright Chevrolet, Inc., Col- 
umbus; Greenwood Buick Co., 
Portage. 


Model L-M Firm 
To Conduct Lab 
In Shop Tools 


Construction has started in Buf- 
falo on a new model Lincoln-Mer- 
cury sales and service building 
which will likewise serve as a lab- 
oratory for the development of 
special tool and service equipment 
for Lincoln-Mercury dealers 
throughout the country. 

The dual enterprise is headed by 
Ralph F. Peo, who will operate the 
dealership as _ president of the 
South Park Lincoln-Mercury Sales, 
Inc., and will conduct its labora- 
tory activities as president of Man- 
zel, Inc., manufacturer of special 
service tools and service equipment 
for Lincoln-Mercury dealers. The 
Manzel plant also is located in 
| Buffalo. 

“The new sales and service build- 
ing will be a model one in every 
sense of the word,” said Peo. “We 
are taking full advantage of all 
of the modernized plans developed 
by the Ford organization.” 

As a laboratory for designing 
and testing Lincoln-Mercury serv- 
ice tools, the new dealership will 
work closely with Manzel field rep- 
resentatives so they will have prac- 









tical “at-the-bench” knowledge of 


ithe requirements of Lincoln-Mer- 


| 


cury service departments. 
The new South Park Lincoln- 











|Mercury Sales, Inc., will be man- 
|aged by Harold A. Martyr, who has 
{had 26 years of automobile expe- 
rience in the Buffalo area. Matthew 
J. Creenan, who has had 32 years 
of experience with Ford and Lin- 
coln, is the new service manager. 


Used-car manager for the South 
Park organization will be Clifford 
Thompson, with 20 years of ex- 
|perience with motor car dealers 
j in the Buffalo area. Thompson for- 
j}merly was sales manager for one 
of the larger Ford dealerships in 


Buffalo. 
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Personnel 





Cass Heads New Officers 
Of Cleveland SAE Unit 


Officers and chairmen of com- 
mittees for the coming year’s ac- 
tivities of the Cleveland section, 
Society of Automotive Engineers, 
have been announced following the 
group’s annual outing. 

Chairman is Robert Cass, assist- 
ant to the president, White Motor 
Co. He received the gavel of office 
from retiring chairman, John R. 
Cox, Balas-Collet Co. 

Other officers include: Norman 
Hoertz, Thompson Products, vice- 
chairman for the Akron-Canton 
district; Addison M. Rothrock, Na- 
tional Advisory Committee for 
Aeronautics, vice - chairman in 
charge of aeronautical activity; 
Virgil C. Speece, White Motor Co., 
vice-chairman, truck and bus; O. 
W. Smith, Socony-Vacuum Oil Co., 
vice-chairman, transportation and 
maintenance activity; R. F. Steen- 
eck, of Fafnir Bearing Co., treas- 
urer, and A. E. Wilson, Keal-Ken- 
nedy Mfg. Co., secretary. 


Standard Motor Products 


Realigns Territories 

Standard Motor Products, Inc., 
Long Island City, N. Y., has an- 
nounced the condensation and re- 
alignment of its sales territories 
in order to facilitate more con- 
centrated cooperation with distrib- 
utors. These changes have been in- 
stituted so far only in southern 


and central states but are planned | 


for all Standard territories. 
Standard Motor 


Steve J. Hall to regional sales man- 
ager for the central states district. 
He will be replaced in the St. Louis 
area by Harold Roberts. 

+ * + 


McColpin-Christie Names 


Agent for East Coast 


E. E. (Red) Hughes, sales man- 
ager of McColpin-Christie Corp., 


Los Angeles, has announced the 
appointment of Henderson and 
Austin Co., Stamford, Conn., as 


manufacturer’s representative for 
New England and the mid-Atlan- 
tic states. 

Henderson and Austin will handle 
the complete McColpin-Christie line 
of automotive battery servicing 
equipment, including the C&C 
Chargalyzer — fast battery charger 
and analyzer—and the C&C power 
booster—medium fast charger. 

ca * oO 


Husen, Tysseland Named 


In Ford Accounting 

Two members of the accounting 
staff of Ford Motor Co. have been 
promoted to new offices in the or- 
ganization, M. E. Sheppard, general 
assistant controller, announces. 

Otto H. Husen has been named 
accounting manager of the Rouge 


manufacturing operations and M.)| 
S. Tysseland has been appointed | 


resident controller of the new Ford 
assembly plant at Atlanta, Ga. 
Harold M. 


assistant resident controller at At- 
lanta. 
* + * 


Murdock Named Assistant 


To Ethyl Sales Chief 


Appointment of Malcolm P. Mur- 
dock as assistant general sales 
manager of Ethyl Corp. has been 
announced by Harry W. Kaky, 
vice-president. His work will be to 
coordinate customer relations and 
services. Murdock joined Ethyl] in 
1933. 

Charles E. Colvin has been ap- 
pointed manager of the production 
planning section in Ethyl’s Baton 
Rouge (La.) manufacturing plant. 
Colvin succeeds B. E. Perkins jr., 
who has resigned to enter private | 
business. 


Bullard Promotes 
Blanchard, Hayes 


Frank U. Hayes, assistant sales 
manager of Bullard Co., Bridge- 
port, Conn., for the past five years, 
has been named sales manager, and 
E. Payson Blanchard, sales man- 
ager, has been named director of 
sales, according to E. C. Bullard, 
president and general manager. 

Blanchard will be in charge of 
general administrative sales poli- 





Products has | 
also announced the promotion of | 


Woehrle is Husen’s | 
assistant and C. R. White jr. is 
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|cies and Hayes will be responsible 
for executive sales functions, Bul- | 
\lard said. Blanchard joined the | 
| Bullard organization in 1920 and 
Hayes in 1935. 
* + * 
Lincoln-Mercury-Phoenix 


Adds Stevens as Manager 


W. H. Stevens, former assistant 
manager of the Ford branch office 
at Salt Lake City, has been ap- 
pointed vice-president and mana- 
ger of Lincoln-Mercury-Phoenix, 
Phoenix, Ariz. 

It was announced by Read Mul- 


lan, president of the new firm. 
* * * 


McLeod Named to Direct 


Carlton Lamp Sales 


Don H. McLeod has been ap-| 
pointed sales manager of Carlton 
Lamp Corp., Newark, N. J., accord- 
ing to C. C. Bohner, vice-president. 
McLeod entered the automotive 
field in the early 1930s. 

In addition to automobile road 
lamps, engine compartment lamps, 
utility lamps and back-up lamps, 
Carlton manufactures a complete 





| 





Typical example: 


concrete mixer . . 





L. F. HEUER (Ford), Gothenburg, Neb., decided to build in 1944, and formulated 


his plans at that time and tried unsuccessfully to get concrete blocks and carpenters to 


begin construction, so the dealer and his mechanics purchased some block molds and 


.» and went to work. In three months’ time, they had enough blocks 


to start construction. During that time he was able to hire two bricklayers and masons, 


who assisted with the construction. Running into further difficulties with steel beams, 


this dealer and his mechanics manufactured their own. After one year’s time, they were 


able to move into the dealership. He was later able to get carpenters to come to work 
and finish the offices, parts department and salesroom. The tract of land on which 


the dealership is located is 14 acres of ground on Highway 30, five blocks east of the 
main street of the above town. The building, fully equipped, is valued at approxi- 


mately $75,600. 


bulbs for every automotive use. 


* 


+. * * * 


at Whiting is C. R. Harte. 


line of miniature incandescent lamp | superintendent of technical service 


Giles Upped by Standard 
Promotion of R. N. Giles, super-| J. 


Hatton Heads Texas G-P 
C. Hatton has been named 


intendent of technical service in| southwestern regional sales man- 


the Whiting (Ind.) laboratories of|ager for farm equipment by Gra- 
Standard Oil Co. (Indiana), to the| ham-Paige Motor Co., with head- 


post of director of technical serv-|uarters in Dallas, Tex. 


ices was 


announced last week. | 
Giles’ new headquarters are in the | 
general office research department | 
in Chicago. Succeeding Giles as | burgh, has appointed John F. Cun- 


* * 





—— E. WATSON knows tires be- 
cause they are part of his daily life. 
He services automobiles in Portland, 
Oregon, and does a lot of driving for 
both business and pleasure. In the pic- 
ture above he is shown pointing to a 
B. F. Goodrich tire that has already 
given him over thirty-eight thousand 
miles of service. He writes: 


“Less than eight months ago I pur- 
chased two B. F. Goodrich tires. The 
speedometer then read 35,504 miles. 
When these pictures were taken, it read 
73,609. This represents 38,105 miles of 
the hardest possible passenger car serv- 
ice—and as you can see, there is plenty 
of tread left. Though I am a service 


man, these tires were given no special 
attention.” 

Mr. Watson's report is typical of the 
experience of B. F. Goodrich owners, 
who state again and again that B. F. 
Goodrich Silvertowns outwear prewar 
tires. One of the reasons these tires give 
longer service is their wider, flatter 
tread. This tread puts more rubber on 
the road, spreads the wear more evenly, 
runs extra miles without wearing 
smooth. 

Another worthwhile feature of this 
long-wearing tread is the hundreds of 
small curves molded into its rib edges 
to protect against skidding. 

And B. F. Goodrich tires give you 


Cunningham Named 
H. K. Porter Co., 


Inc., Pitts- 
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ningham jr. as manager of the J. 
P. Devine Mfg. Co. plant, Mount 
Vernon, Ill., it is announced by C. 
R. Dobson, vice-president in charge 


of operations. 
* * . 


Kelite Switch in East 


The interests in the Atlantic 
states of Kelite Products, Inc., 
manufacturer of industrial chem- 
cals for cleaning and processing, 
have been taken over by Kelite 
Products Co., Flushing, N. Y., un- 
der the direction of Gene Goble. 


* * * 
Chevrolet Names Rogers 


H. D. Rogers has been promoted 
to assistant zone manager for 
Chevrolet in the greater Cleveland 
district. He succeeds C. E. McAlI- 
lister, who was transferred to Cin- 
cinnati as Chevrolet city manager. 

+ * * 


Herbrand Hires Elliott 


Stanley S. Boyer, vice-president 
and general manager of the Her- 
brand division of Bingham Stamp- 
ing Co., announces that Charles 
D. Elliott has become associated 
with Herbrand as assistant to the 
manager. Elliott has an extensive 
background in the drop forging, 
foundry, machine and sheet metal 
stamping fields. 





the B. F. Goodrich 
tire that outwears prewar tires 


additional blowout protection, too... 
by means of double breaker strips to 
cushion sharp blows... a big, strong 
tire body made with cords of high ten- 
sile strength. 


B. F. Goodrich tires are guaranteed 
without limit as to time or mileage. 
Dealers now have most sizes right in 
stock. You can probably get tires 
and tubes right off the rack without 
waiting. The B. F. Goodrich Company, 
Akron, Ohio. 


B.E Goodrich 


FIRST IN RUBBER 
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HAPPY (Hopalong) HOLIDAY says: 
Holiday’s circulation is now racing to 750,000... 


reaching the most travel-minded families in the U.S. So— 


The buyinges! market to 





day 






Holiday readers are 
mobile-minded, fast- 
moving families .. . 






They have a yen to 
go, the yen to go on 





and cars to go in... 
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So they burn up more 
gas, oil and tires than 
other folks. That’s why— 
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usT as pistons belong in cylinders—auto- 

motive advertising belongs in Holiday. 

Here’s the magazine that offers you less 
waste automotive circulation than any other 
top-drawer publication. 

Here’s the magazine that’s consulted by 
the country’s most mobile-minded families 
before they travel... before they buy. 

Here’s the magazine that reaches families 
who are not only ready and willing to buy, 
but able to buy. 








els 1 Holiday! 


Department of Labor statistics point up 
the importance of this—show that the buy- 
ing of tires and tubes, and expenditures for 
repairs and replacement parts skyrockets as 
family incomes reach the $5,000-a-year level. 

All are good reasons why many leading 
automotive advertisers have been sold on 
Holiday from the very first issue—advertised 
in Holiday consistently, month after month. 

So plan now to get your share of the 
great new Holiday market. 






They’re your best, 
biggest, buyingest 
prospects today! 


A CURTIS PUBLICATION 
Independence Square, Philadelphia 5, Pa. 


SS 
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Automotive Finance .. . 





Chrysler, GM, Nash Up— 
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In First 6 Months 


By George Deery 
Staff Writer 
With the exception of Chrysler, 

General Motors and Nash, the 
common shares of passenger car 
manufacturers were behind the 
market (as measured by the Dow- 
Jones industrial averages) on June 
30 compared with Dec. 31. 

Six of the nine issues whose 
quotations are carried weekly on 
this page had dropped from the 
year-end figure to the close at 
the end of the first half. They 
were Crosley, Hudson, Kaiser- 
Frazer, Packard, Studebaker and 
Willys. 

The nine as a group, however, 
registered a gain of approximately 
2.6 percent against a gain of 10 
cents by the index for the 30 is- 
sues included in the Dow-Jones 


average. Both Chrysler and Gen- 





.-. put it 





PARTNERS 


eral Motors are listed in the Dow- 
Jones computation. 


Between Dec. 31 and June 30 the 
three advancing issues gained as 
follows: Chrysler, $45.75 to $54.44 
(prices based on two-for-one split); 
General Motors, $52.50 to $59; 
Nash, $14.75 to $15.50. 


The half dozen gave up ground 
in the same period to the follow- 
ing extent: Crosley, $12.75 to $10; 
Hudson, $16.75 to $14.625; Kaiser- 
Frazer, $7.75 to $6.125; Packard, 
$6.375 to $5.125; Studebaker, $20.875 
to $18.75; Willys, $9.875 to $8.625. 


HILE the Dow-Jpnes industrial 

index was holding its own in 
a comparison of the same two 
dates, the losers in automotive 
group caused a decline of about 
17.6 percent in their average. 


Market observers are still 


up to 


if you have a new selling feature, or an idea for one 


that you want developed to meet specific requirements, 


it pays to put it in experienced hands. That's why the 


list of Bendix* Products’ clients reads like a bluebook 
of the automotive industry. The industry has learned 
that when it comes to turning an idea into a soundly 


- CENTERMOUNT PARKING BRAKE 


HYDROVAC* POWER BRAKING 





We(M1e/p@ 


PRODUCTS 





Auto Stocks 


daly 28 duly 21 
Chrysler ........ 50% 60% 
CHOU vintcvesss 9% 10% 
General Motors.. 60% 60% 
Hudson ......... 17% 17% 
Kaiser-Frazer 1% 1% 
POU debs wks 0 ba's.v0 17% 17% 
Packard ......... 5% 5% 
Studebaker ..... 22% 22% 
Wee. das. ine ots 10 10% 





watching the rail averages for 
conclusive evidence that good 
business conditions, excellent 
earnings reports and dividends, 
inflationary pressure and a grow- 
ing conviction that a recession 
has been postponed are to be re- 
flected in a continuance of the 
rise that got underway last May. 

Those issues of the car makers 
which did not fare as well as 
Chrysler, General Motors and Nash 
marketwise during the first half 
showed a tendency to improve 
their position in July and will 
make an interesting study for that 
month. 

* * * 

POINTING out that the longer- 

term outlook is mixed, Standard 
& Poor’s current survey of the auto 





| parts industry comments that an 
extra-cyclical rise in sales and 
earnings is expected to prevail over 
the next few years. 

For one thing, it states “aided 
by sharply advanced prices over 
prewar, original equipment sales 
even in 1947, when material short- 
ages are expected to hold combined 
production of passenger cars and 
trucks to around 5,000,000 units, 
should set a new record. Moreover, 
as the supply: situation eases, out- 


put of motor vehicles should be | 


lifted above the all-time peak of 
5,521,715 units set in 1929. 
“Prospects for replacement parts 
business also continue bright, even 
though 1946 probably represented 
the postwar peak for this division. 
“Based on the much higher 
than normal average age of cars 
on the road, demand should be 
abnormally large for an extended 
period. Finally, the outlook for 
non-automotive lines is bright, 
and these activities will provide 
important supplementary reve- 
nues in many instances. 
“Over-all sales should therefore 
run well above any previous peace- 
time experience. Despite higher 
labor and material costs, sustained 
production at a high level, with 


a 


Seeking a new lea b banks ker hath aoe 


Bendix Products 


IN AUTOMOTIVE PROGRESS FOR OVER 30 YEARS 


engineered product, suitable for volume production, 


and held to a price, Bendix Products can usually pro- 


vide the answers. Over thirty years of partnership 


with the industry proves it pays to put it up to Bendix. 


BENDIX PRODUCTS DIVISION of 


SOUTH BEND 20, IND. 


DIVISION 








AVIATION CORPORATION 


TRAJLER VACUUM POWER BRAKES 


8.K.* VACUUM POWER RELAY VALVES — . 


*REG. U. S. PAT. OFF. 


WORLD’S LARGEST INDEPENDENT AUTOMOTIVE PARTS PLANT 


attendant improvement in labor 
productivity and mass production 
economies, should permit the real- 
ization of excellent operating mar- 
gins. 

“Thus, after a 38 percent com- 
bined normal and surtax rate, 
many companies in the group 
should enjoy all-time record earn- 


ings.” 
+ * * 


Laggards? 
Paper Lists Oil Issues 
Behind Group Action 


“In the sustained market rise of 
late spring and early summer, oil 
shares stood out as the unmistak- 
able leaders of the rally,” according 
to the Wall Street Journal. “Their 
surge carried all but a handful to 
new highs for the year. 


“ Nine petroleum common stocks 
on the Big Board, or nearly one- 
quarter of the 40 listed, reached 
levels above the bull market tops 
of 1946 despite the fact that the 
industrial average could not come 
within 25 points of its bull market 
peak in the same period. 


“Lion Oil, Pacific Western Oil, 
Standard Oil of California, Stand- 
ard Oil of New Jersey, Standard 
Oil of Ohio, Texas Pacific Coal 
& Oil and Texas Pacific Land 
Trust made decisive penetrations 
of their 1946 highs while frac- 
tional penetrations were recorded 
by Mid-Continent Petroleum and 
Warren Petroleum. Seven other 
stocks were within 2 points of 
last year’s tops. 
| “Of the 40 issues, only Panhan- 
dle Producing, Sun Oil and Texas 
Pacific Land Trust were not sell- 
|ing within a point of their 1947 
highs. 

“Eight issues, however, still were 
20 percent or more below last 
year’s highs and were considered 
by financial circles behind the 
group.. They were Atlantic Refin- 
ing, 12% points below the 1946 
high, Maracaibo Oil & Exploration, 
2% under last year’s peak, Pan- 
handle Producing, 5% below, Petro- 
leum Corp. of America, 3, Shell 
Union Oil, 9%, Sinclair, 4%, Supe- 
rior Oil of California, 33, and Wil- 
cox Oil, 3%.” 


* * * 


Fractions 


Studebaker’s working capital rose 
to $34,037,924 as of June 30, com- 
pared with $31,126,291 March 31 
and $25,407,197 June 30, 1946. 
Earned surplus as of June 30 
amounted to $23,117,778 against 
$19,457,232 a year ago. ... Auto 
and auto parts companies are in- 
cluded in the latest tabulation of 
most favorably regarded groups of 
firms by The Outlook, published by 
Standard Statistics. 


Compared to a $10 billion in- 
come considered excellent before 
the war, farmers are expected to 
receive between $25 and $30 bil- 
lion this year. . . .“Barron’s” un- 
official estimates of coming earn- 
ings expects Graham-Paige to net 
more than $500,000 in the six 
months ended June 30. This 
would compare with a net loss 
of $925,000 in the same period 
@ year ago. 

Automotive and oil issues are still 
among the most actively traded 
stocks on the New York stock ex- 
change. . . . A bubble gum pro- 
ducer sells shares to the public. 
That’s inflation of one kind or an- 
other. . . . If the rails penetrate 
the $53.42 mark, it will, according 
to many observers, be a signal for 
a bull market. However, consider- 
able profit-taking may follow be- 
fore resumption of the upward 
trend and afford buying opportun- 
ities should the bulls get the green 
signal. 








+ * + 
Earnings 
Cleveland Graphite Bronze—Six 
months: Net income, $2,080,116 or 
$3.14 a common share increased 
from $620,095 or 87 cents a share, 
last year. June quarter: Net in- 
come, $1,024,293 or $1.54 a share, 
compared with $401,881 or 58 cents 
a share for second quarter of 1946. 
Phillips Petroleum and subsid- 
iaries—Six months net income, $15,- 
459,699 or $3.14 a share, against 
$8,002,179, or $1.63 a share in cor- 
responding period a year ago. The 
firm set aside $1,275,000 for con- 
tingencies. No contingency provi- 
sion was made during the similar 
period in 1946, 
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The Other Side of the Picture 


WELL Bovs-THIS 1S THE 44 


Ga, ° 
(T'S COST ME A L407 IT's GOOD 
TRAINING- T'LE 


OF MONEY 700-- 


> a. 
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OUT AND SELL 
New CARS 





Highways & Safety... 





New Laws in Nine States 


Aid Diversion Enemies 


FORWARD steps in the protec- 
tion of highway user funds have 
been taken in nine states during 
1947 legislative sessions, a survey 
by the National Highway Users 
Conference discloses. 

By requiring that special high- 
way user taxes go only for high- 
way purposes, or that diversion 
to other purposes be reduced, the 
new laws insure greater value 
to the highway user from his tax 
dollar. 

Nebraska ended the diversion of 
one cent of its gasoline tax to the 
Old Age Assistance fund. The new 
law provides that henceforth the 
one cent tax shall be distributed 
to counties for improvement of 
rural mail routes. A new Illinois 
statute prohibits the diversion of 
highway funds to non highway 
purposes. 

The North Carolina general as- 
sembly, for the second consecutive 
time since 1931, balanced the gen- 
eral fund budget without resort- 
ing to the highway fund. Although 
the contingent diversion section 
still remains in the 1939 revenue 
act, the corresponding section in 
this year’s appropriation bill was 
not reenacted. 

A Wisconsin bill to segregate all 
highway funds instead of only $36,- 
000,000 annually has passed both 
houses of the legislature. It is rum- 
ored the governor may veto the 
proposal although there may be 
sufficient votes to override when 
the legislature returns for final 
adjournment in September. 

In two states, Maryland and 
New Mexico, new legislation re- 
duces diversion. The proceeds 
from Maryland’s 2 percent cer- 
tificate-of-title tax now go to the 
motor vehicle fund rather than 
the general fund. Maryland also 
provided that state police costs 
shall be paid from the general 
fund in the future rather than 
the motor vehicle fund. 

In New Mexico the diversion of 
registration fees to the general 
fund has been reduced from 15 
percent to 10 percent and the al- 
lowance to counties for school pur- 
poses decreased from 25 percent 
to 15 percent. 

* + * 

[SATISFIED with purely sta- 

tutory protection, three state 
legislatures have taken favorable 
action on proposed constitutional 
amendments to protect road funds. 
The Massachusetts and Tennessee 
legislatures approved anti-diver- 
sion amendment resolutions for the 
second time, thus providing for 
Le SA 


Canada Delays Decision 


On Dominion Highway 

MONTREAL. — C. D. Howe, 
minister of reconstruction, said 
in the Canadian House of Com- 
mons that he could make no 
commitment on the part of the 
government at this time as to 
whether or when the dominion 
might be prepared to join with 
the provinces in completing a 
trans-Canada highway. 

Howe spoke following a gen- 
eral plea by western members 
for such a highway. He said 
that he could assure the mem- 
bers a “great deal of considera- 
tion” would be given the matter 
before action was taken and if 
a decision was made to go 
ahead.” 








popular vote at the next general 
elections. 


In Florida an_ anti-diversion 


(Cartoonist Kempf, a Willys dealer, welcomes sug. 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 


A QUESTION? AFTER 
Akh, YOUR EXPENSIVE 
TAAIWING ? WHAT 





line taxes was passed by the leg- 
islature and now goes to the peo- 
ple. 
Counterbalancing these gains 
were enactments in Rhode Island 
and Ohio which provide for po- 


tential diversions. Rhode Island 
increased the gasoline tax rate 
from 3 to 4 cents per gallon with 
the entire amount going to the 
general fund. 

A new Ohio law permits coun- 
ties to use gasoline tax funds for 


amendment applying to only gaso-| construction and repair of side- 


- Super-safe 
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uper- 


Here’s how to play super-safe with anti-freeze sales and 


profits this year ... call your jobber now for your supply 
of Super Pyro Anti-rust Anti-freeze! 


Because Super,Pyro wins friends, clinches sales, on all 


these points... 


New strong formula for extra anti-freeze protection! 
New anti-rust for maximum corrosion resistance! 
New freedom from odor! New lasting power! 
New low price — dramatized through the greatest 
Super Pyro advertising program yet! 
Put ’em all together and you'll see just why Super 


Pyro is... 





t S. Industrial Chemtents, Ine. 





gestions for his weekly 





walks along county roads in con- 
gested areas. In Minnesota court 
action has been instituted to bar 
as a diversion a 1947 statute 
transferring $314,000 from high- 
way funds to the general fund 
for gasoline tax collection costs. 

Of the 44 regular legislative ses- 
sions 41 have adjourned, Missouri 
and Wisconsin are in recess, and 
only Alabama remains in session. 
No action has been taken in that 
state thus far to reduce diversion. 


ad 
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OH-IT'S NOT ANYTHING THAT 
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scat ots 
By Fred Kempf 









THATS RIGAT. ALL 
WE WANT TO KNOW 








Blakely Motors Chooses 
New General Manager 


J. Edd Blakely has assumed the 
managership of Blakely Motors, 
Inc. (Packard-Hudson-Internation- 
al), Bluefield, W. Va. He succeeds 
William T. Blakely. 

J. E. Blakely has been asso- 
ciated with the automobile business 
for more than 20 years. John W. 
Blakely is president of the dealer- 


ship. 








Rais Advetliaing 


Eprror’s Note: While Bob Fin- 
lay is away on vacation, this col- 
umn will be conducted by George 
Deery. 





D. I. Munroe, general sales man- 
ager of Oltman-O’Neill Co., manu- 
facturers of all-steel, all-welded 
van-type truck bodies, last week 
announced the appointment of 
Hopcraft-Keller-Scheifie, Inc., De- 
troit, to handle its advertising. 

“We have greatly expanded our 
production line facilities to meet 
the growing demand for van-type 
truck bodies and the recently an- 
nounced Packette,” Munro said. 
“The new Packette is of all-steel, 
all-welded construction, designed 
for mounting on flat face cowl 
chassis of 128 to 137-inch wheel- 
base. 

“Oltman-O’Neill body sales are 
made through truck dealers exclu- 
sively. Therefore, our advertising 
and sales promotion will be di- 
rected to both the ultimate user 
and to truck dealers.” 


Harvester Renews 


International Harvester Co., of 
Chicago, has renewed its Sunday 
afternoon network program, “Har- 
vest of Stars,” for the third con- 
secutive year on 154 stations of 
the National Broadcasting Co., ef- 
fective with the broadcast of Oct 
5, according to Lloyd O. Coulter 
vice-president in charge of radio 
of McCann-Erickson, Inc., adver- 
tising agency. 


Honor 

“Wheels of Progress,” an em- 
ploye magazine published by the 
Superior Coach Corp., Lima, O., 
manufacturers of city and inter- 
city passenger coaches, and all- 
steel safety school coaches, was 
awarded top honors in a recent 
employe publication contest spon- 
sored by the National Advertising 
Agency Network, a nationwide or- 
ganization of advertising agencies. 


Bright Star 

Bright Star Battery Co., Clifton, 
N. J., is readying plans for an ex- 
tensive advertising and promotion 
campaign through the fall and win- 
ter seasons. This campaign theme, 
“More bright light longer,” is 
based on actual laboratory find- 


AUTO BOOKS 


That Should Be in 
Every | Dealer’s Library 


books should be in the library 
vallable 





KNUDSEN, A BIOGRAPHY. By Norman 
Beasley. 397 pages, cloth bound. $3.75 
postpaid. 


AUTOMOTIVE MECHANICS. Wm. OE. 


f fundamen: 
Cloth binding. $4.50 postpaid. 


DEALER BUSINESS COUNSEL. Financia) 
and operating facts for the guidance of 
automobile dealers. By J. B. Van I, 
Dealer Business Consultant. §2 postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Ms'colm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. §3 postpaid. 


FASTEST ON EARTH. By Capt. George 
Byston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, §3. 


FLOYD OLYMER’S MOTOR SORAP- 
BOOKS. Order Edition No. 1, 2 or 3 in 
$1.50 each. Deluxe cloth- 
or 


paper cover, 
bound, $2.50. Steam-car edition, $2, 
cloth-bound, $3 postpaid 


HENRY FORD—HIS 
BIS GENIUS. By Wm. A. 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 


INDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid. Paper bound, 
$3.50. 


LABOR MONOPOLIES OR FREEDOM. 
By John W. Seoville. Popular edition, $1 
postpaid. 


MOTOR MEMORIES. A saga of whirling 
— by W. Lewis. $3.50 post- 





BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 














































ings. The consumer media list in- 
cludes general magazines, scien- 
tific, farm and youth publications. 
The trade advertising list will be 
made up of publications covering 
the hardware, automotive, drug, 
electrical, radio, and grocery fields. 
The space campaign will be aug- 
mented with direct mail and point- 
of-sale aids, including new display 
pieces. Reiss Advertising is the 
agency. 


Big Audience 


The special television film pro- 
duced by the American Broadcast- 
ing Co. in cooperation with the 
Automobile Manufacturers Assn. 
to depict the reasons for the de- 
lay in the production of new auto- 
mobiles probably will be seen by 
close to 275,000 persons before the 
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film is finally withdrawn from cir- 
culation. 


W edding Bells 

Dorothy Anne Cleary, daughter 
of James M. Cleary of Roche, Wil- 
liams & Cleary, Chicago agency, 
and Lathrop G. Hoffman, son of 
Paul Hoffman, president of Stude- 
baker, were married. Roche, Wil- 
liams & Cleary handles the Stude- 
baker advertising account. 


Names 


Heil Co., Milwaukee, has an- 
nounced the appointment of Don 
E. Fricker as assistant advertising 
manager. Fricker was in charge of 
advertising for LeRoi Co., Milwau- 
kee, prior to his military service. 
He was in the army 31 months, 
spent 18 months overseas, did an 


outstanding job handling publicity 
for soldier shows in Italy. 


8S. J. Smith has resigned his posi- 
tion as vice-president in charge of 
art and production at John Frei- 
burg, Inc. to join Carter and Gal- 
antin, Inc., point-of-purchase dis- 
play agency, 315 W. Ninth St., Los 


Angeles. 


Frank H. Newton, formerly with 
the Chicago office of Young & 
Rubicam, Inc., has joined Mc- 
Cann-Erickson, Inc. as manager of 
= copy department, Chicago 
office. 


Frederic H. Rahr, president of 
Frederic H. Rahr, Inc., and direc- 
tor of the Rahr Color Clinic, New 
York, announces the appointment 
of Martha Shaeffer as public rela- 
tions director. 





K-F Using Air Freight 


To Get Bumper Parts 

SPRINGFIELD, Mass.—Parts 
for new automobiles are going 
up into the air in an urgent ef- 
fort to increase production, it 
was indicated here last week. 

Officials of Bruning Aviation, 
Inc., said they have received an 
order to deliver 100,000 pounds 
of steel bumper parts from the 
A. F. Campbell Co., in East Bos- 
ton, to the Kaiser-Frazer plant 
at Willow Run. 

The first load of 7,000 pounds 
of the steel bumpers to K-F was 
flown west last week, with Bru- 
ning delivering 23,500 pounds of 
General Motors products from 
Indianapolis to the New York 
area on the return run. 
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Beauty Again Demanded 


Along With 


(During the vacation of A. H. 
Allen, the regular editor of this 
column, Automotive News has in- 
vited guest editors to contribute 
their views. Walker is a well- 
known designer and stylist, cur- 
rently serving as consultant to 
Ford Motor Co. on styling, as well 
as to a number of other com- 
panies.) 

By George W. Walker 
Industrial Designer 
T= question is often asked, “Just 
what part do industrial design- 
ers play in the automotive indus- 
try?” 

That question can be best an- 
swered by saying the industrial de- 
signer is the one 
who must per- 
form the task of 
compromising the 
imaginative work 
of the illustrator 
with the physical 
limitations which 
are the problem 
of the engineer. 

It has been said 
design is good 
taste, intelligent- 

; ly applied to a 
basically sound idea. No design is 
good if in any way it conflicts with 
the functioning of a given devel- 
opment. Good designing is an or- 
derly evolution of styling. 

Industry has now seen that 
beauty and utility have been 
wedded, and the two will be more 
closely knitted with time. While the 
marriage of beauty and utility, or 
function, is an innovation in this 
industrial age of machine-made 
products, they had previously 
reigned harmoniously in numerous 
ways before the advent of the ma- 
chine age. 

Those were the days when the 
innate esthetic nature of the 
craftsman found expression in 
his products. Take the old coach, 
for instance. One with an eye 
for beauty cannot but appreciate 
its delicate lines and traceries of 
charm. There was much pride 
and artistry in its craftsman- 
ship. 

The passing from the manual to 
the machine age, with its resultant 
mass production, caused, it seemed, 
a loss of our inherent love of 
beauty by our enthusiasm over the 
triumphal mastery of the machine. 

The demand for utility, efficiency 
of function and quantity of pro- 
duction, replaced pride in the at- 
tractiveness of the product. Beauty 
and charm had gone by the board. 
The mere fact a product performed 
efficiently sufficed. Its ugliness was 
ignored. 





y. Walker 


* * * 


Bu great changes have been 
slowly taking place for the last 
two decades. And these changes 
were not accidents; they were 
planned. Each change was founded 
on a logical premise. The esthetic 
sense of the American people re- 
belled against the ugliness of the 
products of industry. They had no 
choice but to purchase and use 
these articles, but they did so with 
a sense of regret—women, espe- 
cially. 

Women are an important fac- 
tor in all buying matters. In- 
dustry is now guided by women’s 
desires. They exercise a potent 
influence in styling matters. To 
their whims we must all bow. 
Progress in design came slowly, 

however. Old prejudices had to be 
broken down. The _ industrialists 


HUDSON 
CAR DEALERS 
For Greater Profits 


See 


“WEATHER-PROOF” 
SUN VISORS 
Page 30 





Function 


and engineers had stock answers 
to all pleading for beautifying their 
products: “It works, doesn’t it? 
What more can be asked of it?” 
Functional perfection was a domi- 
nant theme. 

Later, a few industrialists—whose 
new-found wealth permitted them 
more time for leisure and luxuries 
—found they actually enjoyed 
things of beauty and began to give 
some thought to the possibility their 
own products could be made more 
attractive and probably be given) town 
a semblance of beauty. 

It was at this point that illus- 
trators and designers took heart 
and went crusading for their cause. 
“Form follows function,” was their 
battle cry. They dinned that con- 
stantly into the ears of engineers 
and management. That their cru- 
sade was a success is evident by 
the impact of beauty apparent in 


the cars of today—and tomorrow— | beautify it have created a new field 





CHEVROLET DEALERS from ali sections of America’s third largest state journeyed 
to Jordan, Mont., to attend the presentation ceremonies during which Leslie A. Storey, 
Jordan homesteader, seesived @ now “advence-desten”” Chevrolet truck in exchange for 
his 1918 model, the oldest discovered in a nationwide contest. Some of the dealers 
shown above traveled more than 500 miles to attend the event. Left to right are Larry 
Burns, Burns Chevrolet Co., Baker, Mont.; J. P. Johnson, Miles City Motor Oo., Miles 
City; Bert Hilger, Hilger Chevrolet Co. 
Batte; J. W. Burke. 
loneer 


manager for 
Bill Sums, GMAC branch manager, 


Great Falls, and N. H. Eames, Chevrolet district manager. 


of artistic endeavor. 

And the most refreshing factor 
of it all is that even the indus- 
trial plants which produce these 
efficient things of beauty are now 
being beautified themselves. The 


as well as in other thousands of 
products. 


E machine is native to Amer- 
ica. Efforts now being made to 
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modern plant with its artistic fa- 
cade and landscaped approach is 
a far cry from its predecessor of 
the bygone days. 

Combined beauty and efficiency 
is our most pressing challenge. And 
beauty has no limit! 

Mechanical knowledge is a 
tangible thing. Art, while intan- 
gible, reflects the thought of the 
age. We must have art that 
grows out of life around us, both 
industrialism and art are mod- 
ern! 

We have now arrived at the dawn 
where the artist is an indispensible 
factor in the production of the 
modern automobile. He must and 
will be consulted. The espousal of 
art and industry is indissoluble. 

As to the cars of the future, we 
can be sure of certain things. They 
will provide better visibility; they 
will be better proportioned, and 
with lower overall height; there 
will be larger interior dimensions, 
with more pleasing color arrange- 
ments in durable fabrics, and— 
don’t be too shocked—a likelihood 
of air conditioning. 

a * 7 


(Art Allen gave me a difficult as- 
signment as guest conductor of his 
column. I know I could have ex- 
pressed my ideas better with a 
crayon or brush than I have done 
by punching keys.—G.W.W.) 
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a second look 
Seen... Noted... Remembered! This is what happens 


when your smart car and Vogue’s smart reader get together. 


The repeated pattern of good taste, good looks, creates a lasting 


impression that creates sales for you. 
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24. Months to Pay on °47s?... 


Short U.C. Boom Seen 
After Credit Curbs End 


(Continued from Page 1) 


MINNEAPOLIS AND 8ST. PAUL Chrysier dealers formerly associated with Holt Motor 
Oo., recently gave a cocktail party and dinner in honor of C. L. Holt at Minneapolis. 
A wrist watch was presented by the group to Holt. 


Hunt Returns 
_To Willow Run 


WILLOW RUN.—Completion of 
the temporary assignment of E. 
J. Hunt as production manager of 
the Kaiser-Frazer Detroit Engine 
division and his transfer back to 
the Willow Run plant to head a 
special expansion program was an- 
nounced last week by Edgar F. 
Kaiser, vice-president and general 
manager. 


A veteran Detroit production 
executive, Hunt was temporarily 
assigned to the K-F division to 
reorganize production facilities of 
the plant when it was acquired on 
lease from Continental Motors 
March 1. Under Hunt’s manage- 
ment, Kaiser said, the Detroit plant 
has stepped up production nearly 


75 percent in the past four months. 


‘We received excellent results from our 
advertisement printed in the Classified Sec- 
tion of Automotive News.’’--Adams & Son 
Coeur D’Alene, Idaho. 





would take action to terminate 
Regulation W. A misunderstanding 
over this statement arose recently 
at a presidential press conference, 
but belief prevails that Truman 
will heed his promise to decontrol 
credit. 


The Regulation W legislation was | 


considered as one of the most sig- 
nificant measures affecting the au- 
tomotive industry passed by Con- 
gress. Other bills with an effect on 
the auto industry that became law 
during the first session of the 80th 
Congress were: 

The Taft-Hartley labor law, 
passed over a presidential veto, 
which reforms the Wagner act 
and establishes controls and re- 
straints on labor unions. 

Portal-to-portal pay act, which 
limits future and nullifies most 
past claims for such pay. 

Bill continuing wartime excise 
rates for another year. 


Bills continuing the Reconstruc- 
ition Finance Corp. and the Com- 
modity Credit Corp. for another 
year. 

Bill freezing at 1 percent the 
|social security payroll tax sched- 
|uled to rise next Jan. 1. 
| Among bills that failed of pass- 
|age because a veto was sustained, 
|the chief ones were those propos- 
jing to reduce personal income 
taxes. The first measure would 
have slashed income tax rates on 
July 1, 1947, while the second 
would have made the reduction 
effective next Jan. 1. 

- oe * 

FFICIALS for major finance 

companies told Automotive News 
ithat the reaction to the death of 
|Regulation W would parallel that 
following the demise of OPA last 
year. ; 
“Just as commodity prices rose 
sharply and then dropped, used- 


“To our great delight .. ee 


“If California lies beyond those moun- 
tains we shall never be able to reach it,” 
wrote weary John Bidwell, leader of the 
first overland emigrant train in 1841. But 
the next day his diary records, “We had 
gone about three miles this morning, when 
lo! to our great delight we beheld a wide 
valley ... Joyful sight! Hundreds of ante- 
lopes in view! Elk tracks, thousands! The 
valley of the river was very fertile, and the 


young tender grass covered it like a field of 


” 


wheat in May.. 
The El Dorado of the early emigrants 
was the rich green valleys of California 


which today yield crops far 


greater in 


value than gold ... and the cornucopia 
through which much of the wealth pours 
is San Francisco. 
For the Bay Area is the hub and focus 
of the five great Central Valleys. 
Largest is the San Joaquin, 250 miles 
long, 40 miles wide, with 8,400,000 
acres of arable lands, a third of the 
state’s total... The Sacramento, 
175 miles long, 30 miles wide, 
has 5,200,000 acres; yields citrus, 
nuts, olives, cotton, truck crops, 
grain, rice, cattle, sheep, hogs, poultry. 
The Santa Clara, forty-five miles south 
of San Francisco ... Sonoma and Napa 
to the north produce grapes, field crops, 
prunes and apricots; and with the upper 
Sacramento, account for about 95% of the 
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world’s production of sweet prunes. 

These five valleys have 78% of the 
state’s cultivated acreage, 68% of its farms, 
could feed two-thirds of the U. S.... 
include six of the ten U. S. counties highest 
in gross farm income ... have an annual 
income in excess of $1.25 billion! 

State axis of agriculture, San Francis¢o 
has the bankers, stockholders, brokers, 
commission houses, truckers,;—shippers, 
processors, exporters . . . headquarters of 
sales, research, and some twenty-eight 
Federal and State agricultural agencies; . . 
and jobs, income and profits. 


Because Central Valley’s agriculture is~ 


big business, it’s a big news field for The 
Chronicle ... and the business men on 
California farms follow The Chronicle as 
closely as executives on Montgomery St. 

Local in its ownership and interests, 


The Chronicle has inside angles, City Hall 


i 


savvy, small town awareness 

(tg, that satisfies Constant Reader, 
Fowme takes care of Taxpayer, and 
* backs up Pro Bono Publico 

.. + keeps up on the schools, 
sports, social events, women’s 

clubs, recreations, suburbia, packs away 
thirty to forty nuggets of local news, many 
exclusive, per issue . . . holds housewives 
who mob Market Street stores on sale days, 
has the business man believing it’s his 
particular paper... yet gives probably the 
most comprehensive coverage of general 


news West of New York, is indispensable 
to Northern Californians who want to be 
well informed, has its editorials watched 
in Washington, London—and Moscow! 

It’s popular enough to make a major 
medium for the city’s big stores, and most 
of the best retail advertisers. . . carriage 
trade enough to sell jade for Gump’s, 
charge customers of I. Magnin...leads 
in books, banks, and bonds. 

Read by one-third of the city’s families, 
one-fourth of those in the four adjacent 
counties, The Chronicle is big enough 
to get acceptance for brand products in 
corner stores and chains, get action for any 
national advertiser with a good product. 
A Chronicle representative can show you 
how The Chronicle matches the market-— 
and your program—in San Francisco! 


san Francisco Chronicle 


Sawyer, FeERGuson, WALKER Co., National Representatives 
New York, Chicago, Detroit, Atlanta, San Francisco, Los Angeles 


ear prices will also undoubtedly 
increase for a while—and then 
they too will decline,” one finance 
executive said. 


Indications were that the ma- 
jor companies, including Com- 
mercial Credit, Universal CIT 
and General Motors Acceptance, 
would not immediately alter the 

Regulation W requirement that 
car purchasers must pay a third 
down. 

“What most of us may ask,” a 
finance company official said, “is 
a third down with 24 months to 
pay on new cars, a third down with 
18 months on used 1946 and 1947 
models and a third down with 15 
months on prewar cars.” 

Repossession Headaches 

Regulation W requires payment 
of at least a third down with a 
maximum of 15 months for pay- 
ment of the balance. 

One company was reported to be 
planning to reduce the term of 
payment on “junker” cars to 12 
months, with a downpayment of at 
least a third required. It was ex- 
plained that finance companies 
have been beset by a growing num- 
ber of “junker” repossessions, with 
the cars usually in much worse 
condition than when first bought. 


* * * 


A= about reports that the 
downpayment requirement 
might be revised downward to a 
fourth and even a fifth, officials 
said chances for the latter figure 
are remote. After the market set- 
tles down, however, the downpay- 
| ment may be cut from a third to 
| a fourth, it was said. 

Used-car dealers contacted by 
Automotive News foresaw only a 
| momentary rise in prices after the 
|controls expire. Then, possibly 
| within 30 days of the expiration 
date, it is believed that prices will 
| start permanently to recede. 
| Used-car dealers explained it this 
| way: 

At first, the easing of finance 
rates will draw many low-wage 
individuals into the used-car 
market. This rise in demand will 
precipitate a sharp boost in al- 
ready inflated prices. 

Sooner or later, the newly in- 
creased prices will drive away the 
majority of the used-car prospects 
who have stayed off the market 
to date because of the stiff finance 
terms under Regulation W. Com- 

| petition will become a factor, and 
ap prices will start to tum- 
| 





ble. 

New Car Order Rise? 

Doubt was expressed that the end 
| of credit controls will materially 
| change the new-car picture, except 
| possibly to result in a rise in or- 

ders. 

Finance officials explained that 

a vital reason behind the reten- 

tion of the 33 percent downpay- 

ment requirement is the nation- 
wide shortage of new cars. The 

“third down” rule will only like- 

ly be eased when new models are 

in greater supply, they said. 

Many rural banks have been wil- 

| fully violating the Regulation W 
| requirements for some time, it was 
disclosed during the survey. Pur- 
chasers in these areas have occa- 
| sionally been allowed 18 to 24 
months to pay off the balance on 
their auto purchases. 

In one instance a bank permitted 
a customer to pay only 17% per- 
cent down on the purchase of a 
new high-priced automobile. He 
was given 30 months to pay the 
| balance. 

—Mac Gorpon 


Higgins Made 
Hupp Executive 


DETROIT.—Col. Frank H. Hig- 
gins has been elected vice-president 
of Hupp Corp., and will head 
|Hupp’s Detroit 
|operations, ac- 

cording to a 
statement issued 

last week by R. 
S. Geddes, Hupp 

president. 

Col. Higgins 
was for many 
years an execu- 
tive with Willys- 
Overland. Since 
the end of the 
war he has been 
president of the Fostoria Screw Co., 
Fostoria, O., which position he re- 
cently resigned to become asso- 
ciated with Hupp. 





| 
| 


Col. Higgins 
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Strike Hits 3 Maiiies 


Murray ‘Liability’ Walkout Halts Studebaker, 
Curtails Ford and Dodge Truck 
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(Continued from Page 1) 


John L. McCaffrey, Harvester 
president, offered to eliminate all 
no-strike clauses if the unions 
would “give us their word in writ- 
ing that you will take reasonable, 
positive action to stop wildcat 
strikes up to the limit of your abil- 
ity.” McCaffrey said he understood 
that “a union cannot control all 
the workers in a plant.” 

In Chicago, a packing house 
machinery manufacturer filed the 
first breach - of - contract suit 
against a union under the Taft- 
Hartley law. The suit asked for 
$75,000 damages and $30,000 week- 
ly for a strike at the plant, con- 
tending that the workers had 
struck July 14 in violation of a 
no-strike agreement. The dam- 
ages are sought to compensate 
for production losses. 

The Ford negotiations were ex- 
pected to continue through the 
weekend. The UAW national Ford 
council was scheduled to meet Sat- 
urday to vote on a strike. 

Negotiations in the Murray dis- 
pute wére postponed until today 
(Aug. 4). Walter P. Reuther, UAW 
president, participated in the Mur- 
ray talks last week after pledging 
the full support of the international 
UAW to the Murray strikers. 

Production was resumed Thurs- 
day by Hudson, the Dodge main 


plant and Kaiser-Frazer after brief | 


strikes. The U. S. Rubber plant in 


Detroit remained closed in a strike 


over production standards. 
Precedent Set by Lewis 


Both the Ford and Murray dis- | 


putes marked the first application 
by the UAW of labor’s new drive 
to protect itself against legal 
claims made 
Taft-Hartley law. 


The seeds of the drive were sown 


early in July by John L. Lewis, 
president of the United Mine Work- 
ers-AFL. Lewis won a clause in 
the new soft-coal contract provid- 
ing that the miners will be under 
no obligation to work unless they 
are “able and willing” to do so. 
Lewis’ aim in writing this 
clause into the contract was to 
contravert the effect of the Taft- 
Hartley statute permitting un- 
ions to sue and to be sued for 


possible under the | 





contract violations. Should an il- 
legal strike be called 
mines, Lewis and other UAW 

leaders can escape legal respon- 

sibility by contending that the 

strikers were “unable” or “un- 

willing” to work. 

The UAW executive board con- | 
ceded in a recent resolution that 
a flood of damage suits by em- | 
ployers for alleged contract viola- 
tions “may place the union and its | 
members in serious financial jeo- | 
pardy.” 

The section of the damage-suits 
law most feared by union leaders 
is that allowing employers to sue 
unions even though union agents 
might not have been the instiga- | 


KNUDSEN 


—a Biography 
By Norman Beasley 


“The life of Knudsen | 
spanning the years 
from 1900 to 1947 is | 
in itself a history of | 
the industry. It will 
prove as interesting 
reading to anyone who 
believes in the kind of 
America we are de- 
termined to retain, as 
it will to us who 
make our livelihood di- 
rectly or indirectly 
from the manufacture 
or sale of motor ve- 
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oy 
NORMAN BeASL” 


hicles. I would recom- 
mend it to the Book-of-the-Month Club or 
the Literary Guild as surpassing in gen- 
eral interest anything they have selected 
this year. We predict that it will run 


many printings and would be disappointed | 
if every reader of this column did not | 
make it a ‘‘must’’ for his library and a | 
legacy for his children. We will be eter- | 
nally indebted to Norman Beasley for the | 
excellent job he has done, but more par- | 
ticularly for the ingenuity he displayed oT 


Cloth Bound 


getting Bill to agree to it!’’"—George M. 
Slocum in ‘‘Edgewise.’’ 
€ PAGES POST 


BOOK DEPARTMENT 
AUTOMOTIVE NEWS 
DETROIT 26 
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vnanniaina’ Se ee die 


in the | 


tors of a wildcat strike. Thus, the 
union is made liable for every act 
of its members on the job. 

UAW negotiators at Murray and 
Ford are seeking a specific con- 
tract provision exempting union 
representatives from legal respon- 
sibility for any unauthorized acts 
of Murray and Ford workers. They 
also want both companies to pledge 
that any grievances will be re- 
ferred only to the contract griev- 
ance procedure for settlement and 
that the federal courts will not be 
used for resolution of any dispute. 

Call Demand Violation 

On the other hand, Murray exec- 
utives declared last week that 
company agreement to the “es- 
cape” clause demanded by the un- 
ion could be considered a clear- 
cut violation of the Taft-Hartley 
law. They forecast NLRB action 
against both the company and un- 
ion if a clause was ratified just as 
the union specified. 

It was likely that in both the 
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TWO OF 500 MODEL-PLANE champions from all over the world who will compete 
in Plymouth’s First International Model Plane contest in Detroit, Aug. 13-16, met with 
contest officials recently at Detroit. Left to right are R. C. Somerville, Plymouth gen- 
eral sales manager; Merrill C. Hamburg, contest director; Contestants Anita D. Dallaire 
——— Williams, and Frank Sposite, department of recreation director of model sere 
nautics. 


Ford and Murray disputes, agree- | 
ment would eventually be reached | 
on compromise clauses that will 
undoubtedly be compelled to un- 
dergo court tests. 

The delay in final ratification 
of the Ford contract was attrib- | 








arisen opposition within the UAW 


to the proposed pension plan for 
all Ford workers. This opposi- 
tion was said to be coupled with 
the demand for a “Taft-proof” 


| contract. 


Just who was to blame for the 


uted in some quarters to newly | anti-pension campaign was a mat- 


eager 


beavers 


love to advertise in 


he Pittsburgh Press 


Current and continuing spot-checks confirm what surveys 
have been recording for 20 years... 
consistently goes into more than 60% of Metropolitan 
Pittsburgh homes, and (2.) the higher the economic 


group, the better The Press covers it. 


It’s working circulation. The Press offers no premiums 
or insurance. People buy it to read. If you have adver- 


tised in The Press you know they do. 


No ‘ IN PITTSBURGH - IN CITY CIRCULA- 

e 

TION - IN CLASSIFIED ADVERTISING + IN RETAIL ADVERTIS- 

ING - IN GENERAL ADVERTISING - IN TOTAL ADVERTISING 
REPRESENTED BY the National Advertising Department, 
Scripps-Howard Newspapers, 230 Park Avenue, 


Offices in Chicago, Cincinnati, Detroit, Fort 
Worth, Philadelphia, San Francisco. 


York City. 


New 





(1.) The Press alone 
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ter of hotly-contested debate even 
among union leaders. Rightwing- 
ers, led by President Walter Reu- 
ther, blamed the Communists, as- 
serting that the Reds had sudden- 
ly become displeased with a plan 
that might provide a semblance of 
stability in the industrial scene. 

The rightwingers charged that 
the Communists had mustered 
their strength in the Ford locals 
to reject the pension plan at the 
ratification voting and to demand 
instead a straight 15-cent-an-hour 
wage increase. 

Announcement of a pension 
agreement was made several weeks 
ago by Richard T. Leonard, UAW 
vice-president and the union’s na- 
tional Ford director, and John S. 
Bugas, company vice-president in 
charge of industrial relations. 
Leonard, a leader of the UAW left- 
wing, has reputedly been the guid- 
ing spirit in the union’s long fight 
for retirement pay. 

Denying the rightwing allega- 
tions that his forces were torpedo- 
ing the pension agreement, Leon- 
ard asserted last week that the 
rightwing elements were to blame 
for the delay in putting the plan 
into effect. 













THE PRESS WORKS LIKE A BEAVER 


Classified advertising is a good results- 
barometer. Typical Pittsburgh story: A 
“room-for-rent” ad ran four days in an- 


other Pittsburgh paper . . . got two replies. 


Later, the same ad ran in The Press. It 
rented the room the first day, but the ad- 


vertiser did not kill it in time, so it ran 


30 replies. 


a second day. In The Press it pulled 


The Press does not guarantee to outpull 
competition 15-to-1 every time, but it does 
pretty well. Interested? Talk it over with 
your Press or Scripps-Howard space man. 
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FAST SALES 


ADD UP TO 


BIG PROFITS 


Join the Hundreds of dealers 
who have profited in the sale of the 


PROVEN & ACCEPTED “WEATHER PROOF”’ 


ALUMINUM SUN VISOR 


With these new features— 


PRIMED A BEAUTIFUL GREEN - 
ready for final coloring to match car. 





FULLY ASSEMBLED 
simply attach brackets and install in a few minutes. 


SUN PROTECTION PLUS BEAUTY . 





NU HOLES TO DRILL ... WON’T TEAR OR RIP 


@ 5 sizes to fit all cars except Lincoln and Studebaker 
without split windshields. 


LIST PRICE 


CAR DEALER’S REDUCED COST 


$15.95 Each 


Please Specify Car Models 
Sold in Carton Lots Only —6 to a Carton — Wt. 43 Ibs. 
Terms —C.0.D. Immediate Delivery 
F.O.B. Milwaukee 


Distributors 
CHARLES DISTRIBUTING CORPORATION 
2788 W. Wisconsin Ave, Milwankee & Wie 


SHOW ROOM 
FURNITURE 


és AVE ..+ by purchasing Fine 
Chromaster Furnishings 
direct from the manufacturer. 


A FRE 


Catalog of our complete 
line is avaliable upon 


KAY-DAVIS COMPANY 


886-890 GERARD AVE. NEW YORK 52, N. Y. 


PARTS MANAGERS 


can learn how to INCREASE SALES, how to 
BETTER HANDLE CUSTOMERS and EMPLOY- 
EES through attending our two week SALES 
TRAINING COURSE starting Monday, September 
15, ending Friday, September 26. 


VETERANS 
may have this training at NO COST to them or 
to their employers. 


EXECUTIVES SELECTION & TRAINING 
INSTITUTE 
956 Maccabees Bldg., Detroit 2 TEmple 11-55-1 
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Le ar Prices 


(Continued from Page 1) 
that have been piling up for 
months. 

An official of one such com- 
pany described the steel indus- 
try’s action as “the last straw.” 
However, first priee announce- 

ments will probably be delayed as 
long as possible. Price hikes are 
bad publicity, and no maker wants 
to be first. 

Opinion in some quarters is that 
the honest reluctance of all mak- 
ers to raise prices may forestall 
any hikes until the introduction of 
1948 models. At that time, it is said, 
makers will have to make provi- 
sions for amortizing large tooling 
expenditures out of prospective pro- 
duction. 

The steel industry said that 
higher coal prices, soaring scrap 
quotations and expanded labor 
costs made its price hikes neces- 
sary if profitable operations were 
to be maintained. 

Further, it was said, steel’s own 
labor settlement has added to the 
cost of making steel, and the cost 
is proving greater than at first 
anticipated. 

> a7 * 

Rut whatever the problem was, 

auto officials were convinced 
that if the steel industry could 
provide auto plants with more steel 
the latest price hike could be offset 
by increased output while a few 
companies might even find it pos- 
sible to shave prices somewhat. 

The auto industry is now turn- 
ing out cars at about 70 percent 
of capacity, and two facts darken 
any hope for immediate increased 
output: 

l Charged by both automotive la- 
bor and management with un- 
derestimating the needs of the 
country, the steel industry in 1947 
is still far away from the day 
when it can meet the auto indus- 
try’s demands. There is little hope 
that the situation will be much 
better in 1948 than it is now. 
2 Labor peace is still a dreamy- 
eyed goal. The strike at the 
Murray Corp. is the type of in- 
terruption which prevents the in- 
creased efficiency that might be 
used to offset high material costs. 
r, the auto industry is 
threatened with the prospect of 
other shortages of materials 
within the next few months. The 
long term outlook for scrap sup- 
plies, for example, is anything but 


Lack of coal still prevents most 
companies from increasing the 
amounts of pig iron in their open- 
hearth charge. 

- * 
T PRESENT some automobile 
companies are scouring the 
country in search of scrap. One 
company is said to have enlisted 
its entire dealer organization in 
the search. 

There was speculation last week 
that higher new car prices might 
result in a buyer’s market, espe- 
cially in the so-called “medium 
price” field, thereby forcing mak- 
ers to bring out 1948 models at an 
early date. 

But a look at the used car mar- 
‘xet lent little credulence to such a 
theory. Desperate for transporta- 
‘ion, the public has proved that it 
can and will pay the price for new 
cars. 

> . = 


Firmer Pricing Basis 


Established by SKF 
PHILADELPHIA. — Establish- 
ment of a firmer price basis in 
accepting orders for anti-friction 
bearing products was announced 
last week by SKF Industries, Inc. 
The new price policy, effective 
on orders of July 21 and there- 
after, is the result of the company 
‘having reached a point of some 


stability in the matter of costs 
for the near future,” R. Robert 
Zisette, general sales. manager, 
said. 


Where price increases are neces- 
sary, he said, they will apply only 
upon balances which remain un- 
thipped 90 days after formal noti- 
fication of such advances. Here- 
‘ofore, orders were accepted on 
the basis of invoice prices prevail- 
ing at the time of shipment. Zi- 
sette said the new price policy 
Iso applies to unfilled orders now 
on the company’s books. 





Want to buy or sell new or used cars? 
Classified Want Ads (see inside back cover) 
will solve your problem. 
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“8: Couns ¢ AMMAN 


CORPORATION 
200 MADISON AVENUE, NEW YORK 46, MY, 


eS 


Quantity 
TION 


PRODUC 
of 


GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING. PLANT 


CHATTANOOGA 2, TENNESSEE 








. Special Offer 


LICENSE PLATE CLIP 





© BRIGHT CADMIUM RUSTPROOF 
75e each waNGnEE. 
60c @ STRONG TENSION SPRING. DOUBL* 
LOOPS. 
In Lots o: 14 or More -  @ USED BY EVERY AUTOMOBILE 


. DEALER. 
Immediate Delivery e LIMITED SUPPLY, ORDER NOW. 


SHULMAN MOTOR SALES, 6114 16th Ave., Brooklyn 4, N.Y. 
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UAW-CIO FORCES TEST 








OF LAW-EVASION 





SCHEME 





Strike Raises Question: 
“Shall Labor Unions Be Above the Law?” 


Union Officials in Open Defiance 


There is a strike at the Murray-Detroit plants 
that may shut down a large part of the automobile 
industry. 

There is only one issue in dispute— 


The high command of the United Automobile 
Workers (CIO) has demanded that the following 
paragraph be included in the contract now being 
negotiated between its Local 2, Detroit, and the 
Murray Corporation: 


“It is understood and agreed that, in the event 
of any alleged violation of this contract, there 
shall be no liability on the part of the Inter- 
national Union, Local Union or any of their 
officers, agents or members, and the sole re- 
course and exclusive remedies of the employer 
in such event shall be those which are spe- 
cifically provided for in this agreement.” 


The Company is unwilling to accept the pro- 
visions of this paragraph forced on the Union 
Local by officers of their International. 


To compel the inclusion of this law-evading 
provision, the Union has put more than 7,000 
workers employed at Murray-Detroit plants out 


of work—just as their local bargaining committee 


had practically reached agreement with the Com- 
pany on all other points, including wage increases 
in line with the pattern established for the 
automotive industry. 

The Company believes that when two parties 
make a contract, both should be responsible for 
carrying it out. The Union officers want the Com- 
pany to be responsible and the Union not re- 
sponsible. 

Of what value is a contract when one party is 
bound and the other is free to break it at will? 

The Taft-Hartley Act makes both parties re- 
sponsible. The Union’s demand would destroy 
the effectiveness of the Act. 

This Act was passed in conformance with 
public demand for the elimination of irrespon- 
sible strikes that shut down production and pro- 
long shortages of things people need. 

The Murray Corporation regards the proposal 
of the International Union as no less than open 
defiance of a law of the United States and of the 


will of the American people. 


—— The Murray Corporation of America 
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Used Car Auction 


"39—4 door, $790. 
"88—4 door, $600. 
CADILLAC 


46—(62) 2 door, $3,300 
4 door, $2,000. 


‘sedan, $325. 
SLER 
"47 4 all dose, eee 9s: cub 
, $2,500; 4 door, $1,600; 2| coupe, $2,800; New Yorker 4 door, 
p moe 750600; % door, $1,600; 2 door, 46-—Windsor 4 door, $2,325. 
oD $1 Se GueVROLET 
mtn ae “| '47—Club coupe, $2,250; club coupe. 
'41—Convertible, $1,460; 4 door, $775: $2,170. 
2 door, $1, 010; convertible, $1,400. 
*40—2 door, . 


ALBANY, N. Y. 
(Tim Anspach) 
(Auctions — Howard Stan- 
, auctioneer. ices listed are for July 


and 21.) 
BUIC 


K 
'47—Convertible, $3,875; 4 door, §$2,- 
325; 2 door, $2,860; 2 door, $2,825. 
'46—Converfible, $3,000; convertible, $2,- 


4 door, 


‘FL or 6 aT FL 2 door, 
$1,925; SM 2 door, $1,700; SM 4 door, 


PLAY SAFE THIS WINTER... YOU CAN REPLACE 
YOUR BROKEN TIRE CHAIN 
LINKS QUICKLY AND EASILY! 


Here’s a handy tool that every driver 
should have in his repair kit. Hershey Tire Chain Repair Pliers 
save time, money, chains, fenders, tempers... replace broken 
chain links easily and quickly. Opens, closes and adjusts all 
tire chain links with one hand operation. Anyone can use it. 

Made of tough, hardened steel with a precision milled 
head and with a satin black Pentrate finish, each Hershey Tire 
Chain Repair Plier is guaranteed against all defects in material 


and workmanship. $1.00 each. 


For Further Information Write or Phone 


HERSHEY METAL PRODUCTS COMPANY 


DERBY, CONNECTICUT 


Distributed by Geary & Co., Inc., 1518 Walnut Street, Philadelphia 2, Pa. 


NOT UNIVERSAL—EVERY ONE IS 


SEAT COVERS 


Seat Covers designed for each 
individual car. Workmanship 
ne Deluxe lacquered 

Beautiful plaids ond 
choice of colors to harmonize 
—red, green and bive. Leather- 
ette reinforcements over fibre 
on both seats. Welted in plastic 
throughout 


Drop on Rear Seat 13.50 


5% Fed. Exe. Tax 
F.0.8. Baltimore 


ALMO AUTO deny COVER co. 


Prices 


$1,635 ; 
685; 2 door, 


2 door, $1,- 


club coupe, $2,100; 
$1,935. 
DE SOTO 
$2,200. 
DODGE 
‘47--Club coupe, $1,900; $2,425 ; 
4 door, $1,925; 4 door, $2,22 
'46-—4 door, $1,825; to $2,000; 4 
door, $1,800; 4 door, $1,675; 4 door, 


'41—Convertible, $1,370; convertible, $1, 


100.0 
FORD 
'47--2 door, $1,800; 4 door, 
convertible, $2,275; convertible, 
Sportsman, $2,475; 2 door, $1,700 
FRAZER 


"47—4 door, $2,075. 
GmMc 

'46-—Half-ton pickup, $1,250 
HUDSON 


41—Convertible, $1,175; 
IH 


"46-—(K-7) 
"29 Half-ton, oat 


oo 
"47-4 door, $1850 
LINCOLN 
"42—-Custom 4 door, $1,300. 
*41—Club cou ; 


"394 door, } 
MERCURY 
’47—-Station wagon, $2.65; 
$2,325; convertible, $2,350. 
*42—-4 door, 
door, $840. 
door, $325. 

NASH 
door, $1,525; 4 door, $1,700 
door, $910. 
door, $700; 4 door, $575. 

OLDSMOBILE 


; coupe, $1.9) 
, $1,175; (78) 2 Sl $1,150. 
coupe, $980; (76) 4 door, 


$1,170. 
PACKARD 
"47—-Seven passenger, $3.000 
*41—Convertible, $1.175 
"40—4 door, S750. 
"B6—4 door, $430. 
PLYMOUTH 
"47-4. door, 


$1,750; 4 door, 

door, $2,085. 
'46—2 door, $1,650; 4 door, 
"42—4 door, $1,100; 4 door, 
"41—4 door, $1,040; 4 door. 


door, $885. 
PONTIAC 
*47—Convertible, $2,650. 
'46—2 door, $2,150; 2 door. &2,075. 
"42—Station wagon. “$1. B75: 4 door, 
$1,085. 
*41--2 door, $1,135. 
*40-—Convertible, $1,110. 
"88—Convertible. $650. 
STUDEBAKER 
*47—One-ton pickup, $1.425; 
pickup, oo 
*40-——4 door, * $600. 


'46-—Jeep, 
TOLEDO, OHIO 


(Doc Grenier) 

(Auctions held Thursday. Prices are for 
July 24. Cotonel Carl Marker, auctioneer.) 
UICK 

"47—Super 2 door, $2,875. 
"46—-Convertible, $2,885; Super 2 


$2,210. 
CHRYSLER 
'46—Windsor convertible, 
CHEVROLET 
Royal 4 door, $1,100. 
-F 


2 door, $2,250; 


*46—4 door, 


4 ew 


$1,950; 
$2,425 ; 


4 door, $8. 


8-ton truck, $1,3%) 


convertible, 


*41—Club 


2,130; 4 


$1,695. 
$800. 
$725; 4 


half-ten 


door, 
$2,525. 


FL 2 


door, 


275. 

’46—Club coupe, $1,730; FL 2 door, $1,- 

900; SM 2 door, $1,755. 
’42—Pickup, $1,075. 
*41—Convertible, $975; 2 door, $1,085; 
door, $985; 2 door, $1,060; 4 = door, 
,010; club coupe, $1,140. 
*40—-Club coupe, $700. 
’89—Business coupe, $510; 
’88—Pickup, $500. 
’87—-Convertible, $550. 

DE SOTO 

"41 


Custom 4 door, $970 
DODGE 
"41 


"B7 


"46 
$1,700; 
4 door, 
club coupe, 

‘42—2 door, 

*41—-Convertible, $1,050; 4 
coupe, $1,050; 2 door, $700 

MERCURY 
Convertible, $2,200. 
Convertible, $1,050 

NASH 
4 door, $1,610. 
OLDSMOBILE 
-(76) club coupe, $2,250. 
(78) 2 door, 2,200 ; 


$2,105. 
PACKARD 
Club coupe, $550. 
PLY 


F650. 


coupe, 


$1,360 ; 
$1,610; 
4 door, 
$1,710. 


S980; 


D 
Convertible, $1,910; 4 door, 
4 door, $1,575; 2 door, 
$1,700; 4 door, $1,710; 
$1,675; club coupe, 
$1,125. 


door, 


"47 
‘41 


"46 
*47 
46 


coupe, 


(600) 
(78) 


"40 


"47—4 door, $2,065; 2 

’46—Club coupe, $1,765; 
670; 2 door, $1,580; 2 door, 

*41—2 door, $950. 

"40—4 door, $790. 

’89—4 door, $660. 

’37—4 door, $500. 
PONTIAC 
door, $2,450; 


$1,675. 


(6) 2 door, 


47 
$2,510. 
“41 


(8) 4 


2 door, $1,080. 


CONCORD, MASS. 
(Concord Auto Auction Sales. E. LeRoy 
Cox, manager. Auctions held every Mon- 
day. Prices are ne sae 23.) 
BUICK 
*87—Convertible, $475; 4 
'86—Convertible, $300. 
CHRYSLER 
4 door, $875. 
CHEVROLET 
Club: coupe, $1,875. 
*46—4 door, $1,800; 2 door, 
—Club coupe, $1,150. 
’41—-4 door, $925; 2 door, 
door, $1,025; 4 door, $1,175. 
*89—2 door, $600; 2 door, $725; 4 door. 
$750; 2 door, $510. 
‘B72 door, $450; 4 
DOD 


G 
'47—4 door, $2,260; 
$1,360. 


door, $500 


“41 
“47 


Royal 


$1,875. 
$1,025; 4 
door, $425. 


half-ton pickup, 


FORD 
"47—Club coupe, $1,900; 2 door, $1,850. 
’46—Half-ton pickup, $1,285; 4 door, 
$1,685; 2 door, 1,400; 4 door, $1,600 Martin, auctioneer. Prices listed 


*42—2 door, 
'88—Station w $525. on sp AUSTIN 
| ‘36—Coupe, $100 


. > 
"46—4 door, $1,300. ae 
LA SALLE CK 
"47— canine e. $3,260. 


'837—Coupe, = . 
ASH ’ y . 
‘46—(600) 4 door, $1,450; (61) 4 door, ssn” a a ee 
$1,500. *42—-Convertible, $1,490; convertible. 


"41—4 door, $790 750 
OLDSMOBILE '41—2 door, $1,200. 
41 $915; 4 


~—4 door, $1,000; 4 door, $1,025. "88— Convertible. 


*40-—Club coupe. $800; 2 door. $775 cou $300. 
37—-4 door, $435. a7 4 door, $460; 4 door, $280. 
‘36-4 door, 


PACKARD $360 
'87—Convertible, $435. CHEVROLET 
'47—FL 2 door, $2,325; 


PLYMOUTH 
door, $1,525; station 

46—C onvertible, $2,050; converte, $2. 
(Continued on Page 33, Col. 2) 


INDIANAPOLIS 
(Ken Schaefer Co.) 

| (Auctions held Thursdays. Col. R. V. 
are for 
on, 


"¢ 


‘88—--Convertible 


door, $2 


$1 


$310 


door, 


46—4 convertible, 


$1,050. 
"87-2 


wagon, $2, 


door, $500. 
PONTIAC 

‘47.4 door, $2,300. 

*48-—Convertible. $2,350; 4 
050; 4 door, $1,950. 

*42—4 door, $1,125. 

*41—4 door, $825. 

"38—4 door, $650; club coupe. $550 

STUDEBAKER 
"29-4 door, $400. 


OKLAHOMA CITY 
(Auction helt on Wednesdays. Prices for 
July 23.) 
BUIC 


K 
"41—2 door, $1,100; 2 door, $1,285; 2 
door, $1,140; 2 door, $995; 2 door. $1,500. 
*40—4 door, $850; club coupe, $1,225. 
CADILLAC 
*46—-(61-s) 4 door, $3,075. 
*41- iy coupe, 


$1,750 ; 
coupe, $1, 
*40— ys 4 door, $1,080. 
CHEVROLET 
*48—1¥4ton truck, $2,315. 
2 door, $2,060; 2 door, $2,410; 2 


$2,000; convertible, $1,930; 
$1 735; 2 door, $2,060; 4 door, 
convertible, $1,905; convertible, 
$2,010; 2 door, $1,780. 
*B8—2 door, $615; 2 
vertible, $470. 
*37—2 door, iy 
*26—2 door, $375 


CHRYSLER 
Club coupe. $2.85 
Windsor, $2,290. 
-2 door, $1,080. 
-Convertible, $1,050 
DODGE 
Coupe, $2,100; 1%-ton truck, $2, 


200. | 
'48—Pickup, $1,430; 1%-ton truck, $1- 
500; express, $1,400; 2 door, $2,000. 
*42—-2 door, $905. 
*41—4 door, $850; 2 door, $975. 
FORD 
’47-—-2 door, $2,180; 2 
club coupe, $2,200; club coupe, $2,205; 
convertible, $2,230; 2 door, 9 91180: 2 
door, $2,210; 2 door, $2,140; 2-ton truck. 
$2,175; pickup, $1,775; club coupe, $2,155. 
*46—2 door, $1,620; 2 door, $1,690; 2 
door, $1,560; '2 door, $1,640. 
"49-2" door, $1,085 ; 2door, $805; 2) 
door, $810; coupe, $960; sedan delivery. 
$1,060; 2 door, $1,005. 
HUDSON 
4 door, $1,520. 
4 door, $700. 
Coupe, $170. 
LA SALLE 
——4 door, $870. 
LINCOLN 
4 door, $1,070; 4 door, 
MERCURY 
$1,860; 4 door. 


PACKARD 
4 door, $2,725. 
Convertible, $1,000. 
PLYMOUTH 
Coupe, $2,180; 2 door, 
, $2,140. 
4 door, $1,620; club coupe, $1,850. 
Convertible, $1,150. 
-2 door, $840; 4 door, $940; coupe. 
». 


*40—2 
"35 —2 


‘47-4 


door, 2, 


National Pick-Up 
Dump 





(62-s) club 


WORLD’S ONLY 
PICK-UP DUMP TRUCK 


with 


door, $555; con- | 

automatic hydraulic cab 
control easily adapted to 
nearly all makes and models of 


Pickup Trucks. 


4 door. $175; 2 door. 


Manufacturer Seeks 


AGGRESSIVE DISTRIBUTORS 


If you're looking for a new 
line with tremendous sales  po- 
tential this is it! 


A limited number of choice open- 
ings remain in the United States. 
Manufacturer wants only top rate, 
established distributors with man- 
power to merchandise a top prod- 
uct. 


door, $2,280; 


Address inquiries to: 


NATIONAL 
Truck Equipment Co. 


Waukesha, Wis. 
227 Madison St. 


46 
"41 
"39 





$1,100, 


4 door, 2.060 





f FAST FILLING 
NON-SPILLING... 


$2255 ; 


door, $775; club coupe, $855. 
door, $155; coupe, $490. 
PONTIAC 
$2,650; convertible, 
‘46-2 $2,300; coupe, 
coupe, $1,985. 


*41—Club coupe, $1,060; 2 door, 
245; convertible, $1,180; convertible, 
205; 2 door, $1,215; coupe, $950. 

*40-Club coupe, $670. 

‘37- -2 door, $395. 

"36 4 door, $190. 
STUDEBAKER 
door, $2,100; 4 door. 
$2,240. 
$900. 


J 
‘ 


$3,100. 
$1,990 ; 


$1,- 
$1.- 


door, 
door, 


stops the 

waste of gaso- 

line through 
spills, overflow, and blow-backs — per- 
mits full-speed fueling. The ideal com- 
bination of safety and efficiency — now 
standard equipment on fifteen makes of 
automotive vehicles 


y SCULLY SIGNAL COMPANY 


88 FIRST ST., CAMBRIDGE 41, MASS. 


"47-4 $1,940; 
club coupe, 


"41—4 door, 
BIRMINGHAM, ALA. 


(Dixie Auto Auction Sales) 
2 ‘on held every Monday and Friday. 
. W. McElroy and R. A. Waldrep, man- 
eam Doc Liles, auctioneer. Prices are 
rs July 21.) 
BUICK 


’46—Super 2 door, $2,425. 
’40—Super 4 door, $840. 
CHEVROLET 
'46—Half-ton, $1,250; SM 4 door, 
760; FL 2 door, $1,925. 
‘41—4 door, $825; 2 $1,075. 
DG 





$1,- 
door, 


DO 
pickup, $1,450 
$875. 
DE SOTO 
$3,000. 
FORD 
$2,305. 
$1,900 ; 


’46— Half-ton 
’41—4 door, 
*47—-Suburban, 
Sportsman, 
Convertible, convertible, $1, 

Club coupe, $1,150. 
4 door, $900. 
MERCURY 
2 door, $1,970. 
OLDSMOBILE 
(76) 2 door, $2,225. | 
—(6) 2 door, $1,050. | 
PACKARD | 
Club om e, $900. 
YMOUTH | 
Pe) 050. 
coupe, $900. 
ONTIAC 
Club coupe, $2,375. 
(8) 4 door, $775. 
STUDEBAKER 
’47—Commander club coupe, $2,375. 
'46—-Champion 2 door, $1,375. 


Driver Cabs and Station Wagon 
Bodies for Jeep Vehicles 


$136 
FOB Cleveland, Ohio 
Immediate Delivery Anywhere 
in U.S.A. 


Station Wagons Inc. 
6619 Euclid Ave. Cleveland 8, Ohio 


4 door, 
~Business 





ol. R. V. 
ed are for 


door, $2 


ertible, $1 


por, $310 
280). 


convertible, 


rtible, $2. 
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H. L. Hudson, who has had 22 
years’ experience in automotive 


work, has been appointed service 
manager of Alford Chevrolet Co., 
Tallahassee, Fla. Charles Alford, 
president, announced recently. 


““WE count on a 
quick sell-out of the 
specialty items we 


advertise in Courier- 
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| Used Car Dealer Notes .. . 


Membership 





| DETROIT.—Lynn Wertz, secre- 
tary-treasurer of the National 
Used Car Dealers Assn., reports 
that much of the recent growth in 
membership of the national asso- 
ciation can be attributed to per- 
sonal contacts. 

Membership now totals nearly 
2,500 as the association approaches 
the end of its first year. 

Solicitors have been found ex- 
tremely effective in Detroit and 
Philadelphia, among other cities, 
Wertz says, and suggests that 
other cities might find the plan 
valuable. 

In addition, Wertz reported that 
used car dealers in many states 
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ROTOGRAVURE BUILDS SALES | 


in the 


Belinr Spr 


Buffalo's Only 
Morning and Sunday Newspaper 


National Representatives : 
OSBORN, SCOLARO,MEEKER & CO. 


THE 
BRANHAM MAN 


mera lilin 


MAXIMUM 
COMMISSIONS 


Resolute’s intensive spe- 
cialization makes possible 
economies in operation 
which result in increased 
profits to the producer 





(Continued from Page 32) 


020; FL 2 door, $1,980; FL 2 door, $1,- 
950; SM 2 door, $1,820; SM 2 door, $1,- 


$1,700. 


725; SM 4 door, 
$1,200; 2 


*42—Convertible, door, $1, 
41-4 door, $1,160; club coupe, $1,150; 
$1,090; club coupe, $1,000; 2 
door, $1,045; 4 door, $1,025; club coupe, 
$995; 2 door, $970; 4 door, $900. 
’40—2 door, $1,000; 4 door, 
door, $8555. 
"39-2 door, 
door, $760. 


2 door, 


$870; 2 
$805; 4 


$875; 2 door, 
$275. 
CHRYSLER 
’47—Windsor 4 door, $2,525 
'46—4 door, $2,225. 
*41—Coupe, $900. 
*40—Convertible, $840. 

DE SOTO 
$1,120. 


DODGE 
*41—Convertible, $1,120 
*40—Coupe, $770. 


FORD 
"47—4 door, 


$2,160; 4 
door, $2,080. 
$1,980; convertible, $1,930; 2 door, $1,- 
: 2 door, $1,460. 


*42—Coupe, 


door, $2,100; 2 


*41— Convertible. $1,085; 2 door, $825. 
’40—2 door, $825; 2 door, $725. 
'38—Coupe, $600. at 
'86—2 door, $395; 2 door, $375. 
HUDSON | 
$1,250. 
KAISER 
"47—4 door, $1,775. 
MERCURY 
*40— Convertible, $890. 
OLDSMOBILE | 
"47—(76) 2 door, $2,540; (76) 2 door, 
$2,360. 
’46-—4 door, $2,040. 
*42—4 door, $1,150; 2 
°41—2 door, $1,225; 2 
4oor, $1,025. 
’36—2 door, $245. 
PACKARD 
’B7—4 door, $310. 
PLYMOUTH 
"47—4 


door, $2,090; club 
025. 


’46—4 door, $1,680. 
*42—4 door, $1,085. 
*39—Coupe, $690; 4 
'38—4 door, $450. 
PONTIAC 

'47—2 door, $2,325. 
’46—4 door, $1,850. 
’42--2 door, $925. 
’39—4 door, $480. 

STUDEBAKER e 
*47—Commander club coupe, $2.500; 4 | 

door, $2,325; Champion 4 door, $2,175. 

*42--2 door, $800; 2 door, $770. 
’41—2 door, $825; 2 door, $540. 
’40—2 door, $615. 


VALDOSTA, GA. 

(Tom Hewitt Auto Auction Sales, auc- | 

tions every Friday. gine are for July 11.) 
B 


’47-—2 door, $3,250. 
*41—Convertible. $1,210. 
CHEVROLET 
‘47—-FL 2 door, $2,250. 2 
"46—FL 2 door, $1,875; pickup, $1,450 
"42—4 door, $1,000. 
'40--4 door, $1,300. 
’39—2 door, $175; 4 door. 


'47—Custom 4 


door, 


46—4 


$925. | 
$1,150; 2) 


door, 
door. 


coupe, $2.- 


$325 


door, 


$855 


» $2,360 
FORD 

’47—Convertible, $2,300 

"42-2 door, $1,300. 

’41—2 door, $1,140. 

’40—Convertible, $1,235; 


125 
$850; 


2door, $1.- | 


’39—-Convertible, 2door, $675. 
’B8—4 door, $400. 
’B5—4 door, $585. 
MERCURY 
$935. 
NASH 
door, $1,435 


DURHAM, N. C. 
(Durham Auto Auction, Homestead Sales 
& Service. J. B. Leathres, manager, and 
Cc. W. Mills, auctioneer. Auctions every 
Thursday. Prices are for July 26.) 
CAesPeoLst 
2,175. 


‘40—4 
‘46-4 


door, 


’47—4 door, 





and increased protection 
for you. Write for full 
particulars. 


A New England Stock Company 
Chartered in 1926 


RESOLUTE FIRE 
INSURANCE COMPANY 


350 MAIN STREET 
HARTFORD 4, CONN. 





$1,750. 
$1,125. 


’46—2 door, 
’42—4 door, 
’41—4 door, 
"40—4 door, 
’*39--4 door, 


$1,675. 
$1,220. 
$1,030. 


*47—Pickup, 
’42—4 door, 


*40—4 door, 
PONTIAC 
"47—(6) 4 door, $2,430. 
‘41—4 door, $1,175. 
PACKARD | 
’40—4 door, $620. 
WILLYS 
’46—Jeep, $800 


NUCDA Reports 


Near 2,500, 


are planning motorcades as well 

as special trains to take members 

to the national convention in St. 

Louis Sept. 18-19. 
* 


* * 





Concord, Mass. 


Despite a so-called “break” in 
used car prices, clean cars are 
bringing good prices yet, accord- 
ing to E. LeRoy Cox, operator of 
the Concord Auto Auction Sales, 


THE FIRST OF A SERIES of Ford dealer council meetings was held in San Fran- 
cisco recently. It was conducted by A. S. Hatch, West Coast regional manager. Stand- 
ing, left to right: Wayne Stoddard, Spokane, Wash.; G. C. Gaudin, Salinas, Calif.; 
Leon Titus, Tacoma, Wash.; William Reno, Denver; Al Schlesinger, San Francisco. Sit- 
; : ting, left to right: Jack Garner, San Bernardino, Calif.; Boyd Gibbons, Los Angeles; 
dealers auction, 29 Sudbury Road, Hatch; H. D. Fulwiler, El Paso, Tex.; R. J. MeCall, Hamilton, Mont. G. Lowry Ander- 
Concord. son, Springville, Utah, not shown In this picture, also attended. 

Cox says that 60 percent of the | ————__{____{._11___ 


cars offered were sold at his sale 
July 21 and some very good prices 

“Was I Pleased with 
Motorettes ?”... B08 Hore 


were refused at the time of the 
Popular Motorettes—“the only three 





auction. Cox opinions that there is 
no cause for alarm at this time but 
that if he were operating a retail 
outlet, he would keep his inven- 
tory of used cars turning over at 
least every two weeks. | 





* * * | wheeler to come through,” says Auto- 
motive News. Costing less than $500, 
Akron, 0. | Moiorette creates a sensational 


Members and guests of the Akron 
Used Car Dealers Assn. attended 
a mid-summer dinner meeting July 
23. Mayor Charles E. Slusser ad- 
dressed the group and commended 
the organization for its efforts in 
regulating its industry and praised 
its program to maintain good pub- 
lic relations in the community. 
Louis Geller, president, discussed 
Regulation “W.” 

Five delegates were elected to 
the National Used Car Dealers 
Assn. convention, which will be 
held at St. Louis Sept. 18-19. Those | 
elected were Louis A. Geller, A. F. 
McClelland, Jack Podlish, Fred 
Schultz and Tom Carroll. 


DEALER OPPORTUNITY 


Motorette is here tc stay—over 3500 
in use. 

Many car dealers discover Motorette 
as a new source of contact with impor- 
tant people. 

Truckette Model for package delivery 
meets business need. 


Motorette accelerating production— 
prompt deliveries—minimum parts and 
service required. 

Money-making dealerships still open 
in many cities and towns. 


Write for complete dealer story, 
giving your set-up. 


MOTORETTE CORP. 


Harlem Road Factory Buffalo 6, N.Y. 
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SGU this 1947 leader! 


BANTAM LED THE FIELD IN 1946, and already sales indicate 
an even greater record-breaking year in 1947! 


MORE BANTAMS AVAILABLE THIS YEAR. More materials . . . 
new high-production facilities . . . larger national sales 
organization, all mean better dealer service . . . more 
Bantams. Already dealers are cashing in! 





Standard model Bantam. 
(Canopy set shown in large 
illustration is extra equip- 
ment—a good profit item.) 


HIGHEST QUALITY PRODUCT, SOLD DIRECT TO DEALERS. Made 
by one of America’s leading truck-trailer manufacturers— 
setting the pace for quality. 


POPULARLY PRICED. No other quality trailer can touch it. 
Mass production and national distribution make possible 
—low dealer cost . . . popular retail prices. 





EXTRA PROFIT FOR QUALIFIED DEALERS. Some excellent ter- 
ritories still available. Liberal discount . . . low freight 
rates ... attractive direct dealer plan. Write today! 


Biomm UTILITY TRAILERS 


AMERICAN BANTAM CAR CO.; 420 BANTAM AVE. - BUTLER, PA. 
Manufacturers of SUPERCARGO truck trailers 


The Bantam chassis. 
for spe: ial bodies of all kinds, 
hauling boats, etc. 


Used 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 





Week Week Jan.1 Jan. 1 
Ended Same Ended Total to to 
Aug. 21, Week July 26, duly, Aug. 3, Aug. 2, 
1947 1946 1947* 1947 1946* 1947* 
GENERAL MOTORS... 24,559 20,693 7,392 108,810 248,691 820,260 
Chevrolet ............ 12,679 10,849 2,255 654,299 121,861 404,017 
ES SAN Goss bcsad eRe 4,729 8,319 1,785 20,0384 48,820 146,961 
PE Sb vcs ccusveus 3,486 2,938 1,589 16,697 40,704 126,987 
Oldsmobile .......... 2,459 2,826 1,768 18,496 33,305 109,132 
Cadillac ............. 1,206 761 ova 4,284 9,001 38,2138 
CHRYSLER ........... 17,226 15,212 16,765 62,612 320,084 445,148 
SD. ov 6.00-0889 6.85 8,214 6,676 JAIL = 24,469 «185,909 210,920 
cee ii a5 5 br8 4s 4,717 4,502 5,126 21,528 108,492 127,671 
EE 5 06 0b ksh 40.004 2,401 2,323 2,852 9,249 483,365 60,574 
Es tren nabros Of,4.00 1,894 1,711 1,816 7,366 37,318 45,983 
SPP 13,191 12,545 15,499 196,188 426,379 
MITT ais 6 «6 60 0640 niereeeh 12,007 10,195 11,628 47,705 164,644 338,422 
SE ds ccveucssens 1,184 1,882 3,301 9,964 26,856 70,366 
OS ETT Tee Sains 468 570 2,181 4,688 17,501 
KAISER-FRAZER...... 8,274 73 3,546 138,661 128 @6©668,481 
WIRAZE once csccceees 1,083 37 1,507 6,A77 | 65 38,356 
BRAD -n.dc co nsscconss 2,241 36 2,089 7,174 68 30,075 
Oe De eeah Rs db oeed 2,374 1,244 2,597 #411,978 419,015 78,601 
STUDEBAKER ....... 2,466 634 2,402 10,7384 30,387 172,471 
EE ence tckuwecqusées 2,693 2,061 2,649 7,325 60,988 67,508 
PACKARD ..........0. 1,248 1,342 1,175 5,277 17,578 28,655 
WEEE IE. ccduseecesiese ee reas 730 2,598 cess = 18,445 
GHEE vivcccccncces 461 66 847 1,561 699 10,487 
Total Cars, U. S. ..... 67,487 53,870 53,152 284,396 913,608 2,026,425 
tStation wagons. *Revised. 
+ * * aa > > 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Jan.1 Jan. 1 
Ended Same Ended Total to to 
Aug. 21, Week July 26, duly, Aug. 3, Aug. 2, 
1947 1946 1947* 1947 1946* 1947* 
abi aaa s 6d ea8 5,689 4,723 6,388 25,454 838,530 180,304 
CHEVROLET .......... 6,683 7,652 6,220 28,080 111,819 160,758 
EE > 0000.05 9<-slpwiew 3,526 3,314 3,714 16,016 70,672 108,069 
INTERNATIONAL 3,189 2,974 2,391 18,288 62,002 88,319 
EET oid i's. Chee was. 1,757 1,679 5,592 38,081 49,795 
STUDEBAKER ......... 1,321 1,120 1,351 5,896 22,300 39,247 
AS Roe we 184 963 181 1478 10,7956 35,875 
ie dla ox wgiean 569-40 444 ska 423 1,674 $,241 12,424 
ES, bs oh ce Bevee tov s 98 555 nao 435 8,101 12,288 
EE indies sebeee cne.s aie 260 cans 1,091 6,379 10,284 
DIAMOND T .........- 309 sate 334 1,418 8,748 9,619 
FEDERAL ...........-- 83 128 147 803 8,571 5,568 
SEE ng ceoccetpecs 151 33 = 277 1,885 2,648 
GHEE one os veces eee 80 cae 7 vex 
MISCELLANEOUS 507 561 527 2,359 15,068 13,337 
Total Trucks, U.S. .. 22,214 24,040 23,586 98,856 441,142 728,535 
Total Cars, Trucks, 
eye err ...-.. 89,701 77,910 76,738 383,252 1,354,745 2,754,960 
Total Cars, Trucks, 
Camada ....c.cces r 4,417 1,656 5,164 21,914 97,282 160,559 
Grand Total, Cars and 
Trucks, U. 8. and 
COMMER «0. csvicsoccses 94,118 79,566 81,902 405,166 1,452,027 2,905,519 


Note: Combined U. S. and Canada car and truck output in the com- 
parable week of 1941 was 72,527 units. 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. 


2 Millionth Car Built in °47; 
Week’s Output Up to 89,701 


(Continued from Page 1) 


Mercury and Lincoln lines were 
also halted by the Murray strike. 
It is also expected that the 
Murray strike will drastically 
affect Dodge passenger car out- 
put in the near future. Murray 
is a volume supplier of Dodge 
cushion seat springs. 
* In addition, due to a shortage of 
frames usually supplied by Murray, 
Chrysler said that Dodge truck 
production would be reduced this 
week by as much as 50 percent. 

Studebaker was forced to shut 
Thursday. 

Over at Hudson, heat was blamed 
for a strike of 8,000 workers on 
Wednesday. The workers who 
struck in protest against a venti- 
lating system were back at work 
Thursday. 

- * 
ACooRDiInG to preliminary cal- 
culations, U. S. plants in July 
turned out 284,396 cars and 98,856 
trucks—for a disappointing total 
of 383,252 units. 

Canada added an estimated 21,- 
914 cars and trucks to the total for 
the month. 

Prospects for August are not 
much better. However, without 
the plant closures which were 
rampant in July, U. 8S. plants 
may be able to build about 352,- 
000 cars and 107,000 trucks in 


August. 
Following is resume of activity 
in the U. S. plants last week: 
General Motors—Built an esti- 
mated 24,559 cars last week com- 
pared with 7,392 the previous week. 


All assembly activity in the Michi- 
gan plants resumed, but assembly 
plants out of the state were closed. 
During July approximately 108,810 
cars were built. 

Chrysler Corp.—Built an esti- 
mated 17,226 cars last week, 
compared with 16,765 the previ- 
ous week. With the resumption of 
activity in Los Angeles last 
week, all Chrysler divisions and 
plants are now building cars. 
Ford Motor Co.—Built estimated 

12,007 cars last week compared with 
15,499 week before. Lincoln line 
idled entirely and Mercury output 
curtailed by Murray strike. In July, 
an estimated total of 59,850 cars. 

Kaiser-Frazer — Built estimated 
3,274 cars last week compared with 
3,546 the week before. Ending July 
with an estimated total of 13,651, 
K-F fell just short of its goal of 
15,000 cars for month. According 
to report, K-F has purchased an- 
other steel mill in Indianapolis, 
which has capacity to supply 20 
percent of steel used in current 
schedules. 

Hudson — Built estimated 2,374 
cars last week, compared with 
2,597 previous week. 

Nash—Built estimated 2,693 cars 
last week compared with 2,649 pre- 
vious week. Total in July, 7,325. 

Packard—Built 1,243 cars last 
week compared with 1,175 previous 
week. Total for month, 5,277. 

Studebaker—-Turned out 2,466 
cars last week compared with 2,402 
previous week. July total, 10,734. 

—Bernme THomas 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 

AUTOMOTIVE NEWS 





SERVICE MANAGER WANTED for 
ern Chevrolet dealership in metropolitan 
Cleveland. Must have man with good 
mechanical background. neat appearance 
and sales and production ability. Salary 
and percentage opportunities unlimited. 

oon az c/o Automotive News, De 
it 26. 


SALES PERSONNEL MAN—A large auto- 
mobile manufacturer has an opening for 
a young Factory Sales Representative or 
Retail Sales Manager who wants to get 
into sales training work. The man who 
can qualify will have a first-rate oppor- 
tunity. Address Box 1842, c/o Automo- 
tive News, Detroit 26. 


MANUFACTURER NEEDS ALERT 
SALESMAN FOR DEALER CONTACT— 
To work with jobber salesmen selling 
nationally advertised ignition parts. Ex- 
cellent opportunity with unlimited future 
for man with ignition or allied experi- 
ence. Good salary—generous bonus ar 
rangement. Permanent position. Trave! 
your own territory. Write fully, experi- 
ence, age, etc. Box 1841, c/o Automotive 
News, Detroit 26. 


BUICK MECHANIC—Wanted by Buick 
agency in Central Florida, ‘‘Where the 
Big Bass Bite.’’ Must be capable of 
handling repairs of all nature and must 
be sober. Straight commission. Give ex- 
perience and reference. Leesburg Motor 
Co,, Leesburg, Florida. 


ACCOUNTANT EXECUTIVE—For large 
Los Angeles distributor. Prefer Genera! 
Motors experience, married, under 40. 
Give experience, education, expectations 
and age. Box 1849, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER for aggressive Ford 
dealer located in Northern New Jersey 
close to New York City with 500 car 
potential. Attractive salary and override 
to right party with successful back- 
ground. Write giving full details in first 
letter stating age, marital status, busi- 
ness experience. Replies held in strictest 
confidence. Box 1847, c/o Automotive 
News, Detroit 26. 


MODERN, AGGRESSIVE distributor, with 
1,000-car retail division, requires sales 
manager with similar qualities plus ex- 
perience, vision and initiative. Must be 
well based in all phases of automotive 
sales and have leadership qualities nec- 
essary for achieving high performance 
of individual salesmen. Only those with 
proven A-1 past achievement need ap- 
ply. Send photograph and give full de- 
tails in first letter. Replies confidential. 


Box 1867, c/o Automotive News, De- 
troit 26. 
WANTED—Experienced General Motors 


parts manager. Buick and Cadillac ex- 
perience preferred. Give full particulars 
in application. Daytona Motor Co., Day- 
tona Beach, Fla. Buick-Cadillac dealer. 


SERVICE MANAGER or service salesman 
affiliated with Chrysler and Plymouth 
ears and International trucks, must have 
had actual experience in this field. In 
answering, give qualifications and pre- 
vious education, if available send pic- 
ture, write in care of Automotive News. 
If you are tired of living in city, here’s 
your chance to move to the country. Box 
1864, c/o Automotive News, Detroit 26 


AUCTIONEER WANTED — To organize 
and conduct a weekly sale. See J. 
Hayes, owner of Northside Auto Sales, 
4033 Spring Grove Ave., Cincinnati, O. 


EXPERIENCED PARTS MANAGER for 
Chevrolet and Buick agency. Salary and 
percentage. Write in detail experience, 
age, etc. Haslam Bros., P. O. Box R, 
Oakdale, Calif. 


WANTED-—-GENERAL MANAGER. Thor- 
oughly experienced in all phases of 
dealer operation, to take complete charge 
of one of Big Three dealerships, 800 car 
potential. Applicant must be in a posi- 
tion to furnish complete history of pre- 
vious employment with references. In 
answering, state age and all qualifica- 
tions. Furnish picture if available. Box 
1857, c/o Automotive News, Detroit 26. 








SERVICE MANAGER for a well estab- 
lished St. Paul, Minn., new car agency. 
Applicant must be able to manage 20- 
man shop including body shop. A real 
opportunity for the right man with the 
necessary experience. Salary $400 per 
month, plus large percentage of net 
profits. Permanent position. Do not ap- 
ply unless you feel qualified to take 
complete charge. Replies will be held in 
strict confidence. Box 1858, c/o Auto- 
motive News, Detroit 26. 





HELP WANTED 


AUTO MECHANICS, Hydramatic experi- 
ence, a good deal for reliable men, full 
time work, 5-day week, paid vacation, 
exceptional working conditions. Only 
thoroughly experienced hydramatic men 
apply. Crystal Motors, 5901 Bay Park- 
way, Brooklyn, New York. 


POSITION WANTED 


ACCOUNTANT-OFFICE MANAGER-AUD- 
ITOR—Familiar with all standard ac- 
counting systems. operating controls and 
business management practices. Located 
in Los Angeies. Available immediately 
to factory, distributor or dealer. Replies 
confidential. Box 
News. Detroit 26. 


1845, c/o Automotive 


ARE YOU LOOKING for a GM parts man- 
ager who will increase your volume and 
profits? Young. experienced, with good 
wholesale and retail sales record, would 
like to relocate in Southwest. Box 1851, 
c/o Automotive News, Detroit 26. 


TRUCK SALES and service management— 
I have 15 years experience in sales and 
service of all size trucks and their 
equipment, also fitting them to their job. 
Would appreciate hearing from a dis- 
tributor or dealer ‘who has a large po- 
tential business and is interested in 
building a profitable truck business. 
Guarantee full satisfactory references. 
Box 1852, c/o Automotive News, De- 
troit 26. 


PARTS DEPARTMENT MANAGER— 
Wishes position large aggressive dealer- 
ship. Twenty years’ experience, Chrysler 
products, wholesale and retail; excellent 
merchandiser, capable, honest, depend- 
able. Box 1837, c/o Automotive News, 
Detroit 26. 


MANAGER OR SALES MANAGER avail- 
able now. 40 years, college, necessary 
front, have successful record in fast unit 
selling. Non-drinker. Box 1863, c/o Au- 
tomotive News, Detroit 26. 


ACCOUNTANT OFFICE MANAGER with 
fifteen years experience General Motors 
and auditing. P. O. Box 3002, Denver 
3, Colorado. 


FRICTION MATERIAL factory manager. 
Factory manager and production super- 
intendent with long and varied experi- 
ence in all phases of friction material 
manufacturing. Available immediately 
for interview at which time qualifica- 
tions and full background can be dis- 
cussed. Box 1850, c/o Automotive News, 
Detroit 26. 


ACCOUNTANT—EXPERIENCED. Ford or 
Lincoln-Mercury dealer. Capable of as- 
suming complete charge and installing 
accounting system. Available immedi- 
ately. Box 1859, c/o Automotive News, 
Detroit 26. 


MANUFACTURERS REPRESENTATIVE 


ATT: MFG. AGTS. & JOBBER SALES- 
MEN-—Men with following in auto, farm 
and industrial trade can earn a mini- 
mum of $100 weekly establishing your 
own business. We will assist in financ- 
ing. Box 1862, c/o Automotive News, 
Detroit 26. 


BUSINESS FOR SALE 


ucareEselpeanenistegpalenleenansiahieieetecuseeesteemmnnimmatanmeanenmees 

DEALERSHIP and large repair business 
for sale. Located in middle west city 
of 140,000. Parts, sales and body re- 
pairs a big item of income. Net 1946 
profit (before income taxes) $21,500. 
Will sell for $40,000, which is less than 
value of parts and shop equipment. Will 
give 5-year lease. Over 10,000 sq. ft. 
of floor space. A bargain for a success- 
ful going business. Owner in poor health. 
Box 1861, c/o Automotive News, De- 
troit 26. 


LARGE VOLUME, completely stocked new 
and used parts business combined with 
new car franchise and used car outlet. 
Excellent reputation, located Central 
New York State. 7 acres ground. Com- 
pletely renovated. Bungalow home with 
oil heat. New sales buildings. Business 
shows increased profit year by year from 
beginning of operation. Very good rea- 
son for selling, deal with principals only. 
Box 1856, c/o Automotive News, De- 
troit 26. 


DEALERSHIP WANTED 


EX. PENNSYLVANIA new car dealer de- 
sires new car franchise in N. J. or 


Penn. 100-200 car franchise. Will pur- 
chase real estate. All replies held con- 
fidential. Box 1865, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE 


DISTRIBUTORSHIP for popular truck in 
western city of 55,000. Price $30,000. 
Box 1860, c/o Automotive News, De- 
troit 26. 





DEALERSHIP FOR SALE—Now handling 
Kaiser-Frazer cars and farm equipment. 
Good quota. $10,000 plus inventory in- 
cludes down payment on building. Pur- 
chaser must qualify. Business now mak- 
ing money. Midwestern city of 200,000. 
Write for details. Box 1853, c/o Auto- 
motive News, Detroit 26. 


OREGON COAST CAR AGENCY in town 
of 18,000. Centrally located, new build- 
ing 12,000 ft. floor space completely 
equipped. Now under low long term 
lease. $28,000 including equipment and 
inventory of approximately $18,000. Box 
1866, c/o Automotive News, Detroit 26. 








CLASSIFIED WANT AD DEPARTMENT) 








NEW CARS WANTED 
WANTED—1947 Cadillac convertible coupe 
or sedan, new. Write, wire or phone 
price. Anderson Auto, Peoria, Illinois. 


CALIFORNIA dealer wants 1946 and 1947 
model cars from dealers who are able 
to make delivery to Los Angeles. For 
particulars telephone Buster Kelley at 
PRospect 1225 or write 1225 South Fig- 

Los Angeles, Calif. 


ILLACS WANTED—All makes 
and models. Phone, wire or write. Lewis. 
Capitol Motors, 530 Linden St.. Allen- 
town. Pa. 


NEW CARS FOR SALE 


ONE 1947 BRAND NEW PACKARD 7- 
passenger sedan, model No. 2126, body 
type 2151, for $4,200. Thomasson Motor 
Co., Inc., Martinsville, Va. 


USED CARS WANTED 


WANTED—60 H.P. Fords and Lincoln 
Zephyrs. Must have nice bodies. Bad 
motors, transmissions, etc., not impor- 
tant. Write conditions and prices. S. A. 
Richmond, Dalton, Ga. R. 4. 


WANTED—Rolls-Royce roadster, late mod- 
el, must be in good condition. Contact 
Michles Auto Wrecking Co., Fremont, O. 

WANTED—One command and reconnais- 
ance car, 1942 model, 
winch and 4-wheel drive. 
good shape and the price reasonable. 
Write Craig Rig Bidg. Company, Box 
72, Charleston, W. Va. 


USED CARS FOR SALE 























ON THE “MASON-DIXON LINE” 


AUCTION 


For Dealers Only 
EVERY MONDAY 


Schaefer-Connell Co., Inc. 


108 N. Main St. New Albany, Ind. 
Also Every Thursday in Indianapolis, Ind. 








AUCTION * AUCTION AUCTION 


BUY YOUR CARS 
AT YOUR PRICES 


ED HOUGH 
Automobile Auctioneers 
CASH FOR YOUR CAR 


BONDED BONDED BONDED 





AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO 
LOOP 


% Mile East of Illinois State 
Line on Route 30 
EVERY FRIDAY 11 AM 
Strictly Wholesale 
Dealers Buy—Dealers Sell 


PAT PATERSON, Auctioneer 


Dyer Auto Auction 
Phone 4111 Dyer, Ind. 
Res.: Lansing, IL, 730 


AUTOMOBILE 
DEALERS ATTENTION 


For dealers only. Plan to attend one 
of the greatest automobile auctions in 
the land today at Joplin, Mo. The 
crossroads of America, where 66 and 
71 highways cross and the East meetg 
Auction every Friday rain 


the West. 
or shine. Inside sale, always over 300 
automobiles to choose from each sale. 
Owned and operated by, 


Col. Joe H. Burtrum 


1610 E. 7th St. 
JOPLIN, MISSOURI 
Phone 4600 
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USED CARS FOR SALE 


AUTOS --- AUTOS 


LARGEST SELECTION 
OF NEW AND USED CARS 
IN PHILADELPHIA 


USED CARS FOR SALE 











Automotive Merchandiser in Cleveland 1947 TO 1989 MODELS 
For Over 27 Years 
oM® Becta Ave. Phone HIE. 6231 ALL BODY STYLES 


Also Big Selection of Convertibles 
ALWAYS 200 CARS TO SELECT FROM 


IRVIN SACHS 


4589 Chestnut St. 
PHILADELPHIA 389, PA. 
















































Phone or Wire Allegheny 4-4450 
— AUTO AUCTION “Philadelphia’s Largest Used Oar Dealer’ 
phone 
ois. eae cess a od 
*Clock—Dealers 
1 1947 Good Place to Buy—Good Piace to Seli | AUTO BUYERS—Best wholesale deal at 
e able Appr. 100 Cars—Join the Crowd LEO ADLER, INC., DeSoto-Plymouth, 
7 7 at 3000 Fenkell, 7 blocks east of Livernois, 
» Fig- WOODRUFF MOTOR SALES eam re arene 
u6 W. Main Montpelier, Ohio | WHOLESALE to all new and used car 
dealers, all models. Alamo Auto Sales, 
manos 11615 Woodward. Detroit 2, Mich. 
Lewis. 
Allen- 
Dt The WORLD'S Finest 
Motor 
incoln AUTO AUCTION 
Bad 
. A (FOR DEALERS ONLY) 





Going at FULL BLAST Every 


TUESDAY & WEDNESDAY 


RAIN OR SHINE, SALE HELD INSIDE MODERN BUILDING 


“Pat” Patterson, Auto Auctioneer, Sells a Car 
Every 70 Seconds 


WE GUARANTEE EVERY CAR 
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LEADING AUTO AUCTION SALE 


OFFERS YOU THE BEST POSSIBLE COLLECTION 
OF USED AND NEW CARS AVAILABLE ANYWHERE 


Two Big Automobile Auctions Held Every Week 
Mondays and Fridays 


SALE TIME—12 O'CLOCK NOON, CENTRAL STANDARD TIME 
We Extend a Special Invitation 
to Our Dealer Friends West of the Mississippi, 


Who Have Not Attended These Sales, 
to Be with Us. 


See the cars registered in these sales sold by two of the 
top automobile auctioneers in the South —R. A. 
“Skinny” Waldrep and T. E. “Doc” Liles. 


Every car guaranteed to be exactly as represented. 


We advertise only for the really clean cars. This is the 
kind you will find in these sales. 


MANAGERS 


R. A. WALDREP 
. Gainesville, Georgia 


E. M. McELROY 
Birmingham, Alabama 


Dixie Auto Auction Sales 
BIRMINGHAM, ALABAMA 


3201 THIRD AVENUE SOUTH 








USED CARS FOR SALE 


HEADQUARTERS for used car buyers, 
over 500 cars to choose from. 1936-1947 
models at wholesale prices. You will 
find us easy to deal with. Smiling Jack 
Chesbro, Inc., 2378 Main St., Buffalo, 
N. ¥. PA. 4745. 

TRUCKS FOR SALE 

AUTO TRANSPORT, four car, 1946 Dodge 
tractor, Eaton axle, 8.25 tires, mechani- 
cal handling semi-trailer. Ready to go, 
$3,000. Wes Cooksey Motors, Beaumont, 
Texas. 

HEAVY DUTY FOUR-TON WRECKER 
for sale. One Diamond T 6x6 truck with 
Holmes crane; twin-boom’  twin-power 
winches; 6,000 lb. boom load; Westing- 
house air brakes; acetylene and oxygen 
tanks; tow bar; mud chains; front end 
winch; practically new; in A-1 condi- 
tion. Pratt Motor Co., P. O. Box 762, 
Summerville, South Carolina. 


TRUCK EQUIPMENT WANTED 


WANTED—New or used cabs for 1941 to 
1946 Dodge trucks. Box 1846, c/o Auto- 
motive News, Detroit 26. 

PARTS WANTED 

WANTED—Any style body for 1940 90 
Oldsmobile chassis. Ralph Pontiac, Inc., 
Rochester, N. Y. 

WANTED—1942 or 1941 Chevrolet passen- 
ger body. Hometown Sales & Service, 
Inc., Durham, North Carolina. 

WANTED—Left cab door (used) or com- 
plete used cab and doors for 1942 KS5 
International truck. Range Co-op Fed- 
eration Garage, Virginia, Minnesota. 

WANTED—Left front fender. left rear 
fender, left running board, °39 Buick 41 
sedan. Art Zweifel, Harrisburg, Pa. 


WANTED—Right front fender and hood 
for 1940 LaSalle 50 series. Write or call 
Chivington Auto Sales, Marion, Ohio, 
Phone 6210. 


PARTS FOR SALE 


'09-'10 FORD TOURING CAR, engine No. 
28333. Will sell whole or parts. Richard 
Crocker (SHaron 336), Sharon, Mass. 


700 WIRE WHEELS 19”. Each wheel com- 
plete with bearings, spindle, grease re- 


tainer, lock nut and hub cap. Ideal for 
making light luggage trailers. $2.95 
each in small lots or $2.50 each 100 


or more. Write, wire or call, Wythe 
Auto Parts Co.. Hampton, Virginia. 


FORD PARTS—Many hard to get items. 
Orders filled same day. Write, wire 
phone Sweeney Auto Sales, 2534 Reading 
Road, Cincinnati, Ohio. 


WHOLESALE PONTIAC PARTS. Large 
stocks of hard-to-get parts. Body and 
fender parts for all models, fast service, 
25% discount. Walter H. Schultz, Pon- 
tiac, 16-20 Passaic St., Trenton, N. J. 


PARTS FOR SALE—Two new right front 
doors for 1941 Plymouth Fordor. Roy 
Murray Motors, Box 559, Corpus Christi, 
Texas. 


ATTENTION REO DEALERS—-Late mode! 
23 Reo 170” WB, 23,000 pounds. GVW, 
10:00x20 tires, appearance and running 
condition like new wih new Gar Wool 
10-ton wrecking crane. 16’ boom and 
outriggers, 2 winches. Price. $4,950. For 
detailed specifications, write Gen>ra 
Truck Comrany, Inc., P. O. Box 1°55, 
Charlotte. North Carolina. 











Lincoln- 
Mercury 


Large Stock of Hard 
to Get Parts 


WIRE, WRITE OR 
CALL 


DON McCULLAGH, Ine. 
LINCOLN-MERCURY 
Phone 21285 
604 E. Michigan Ave. 
LANSING, MICHIGAN 





GARAGE FOR SALE 
FOR SALE—Large ultra modern sales and 


service garage, located on one of the 
most heavily traveled streets and near 
one of the main crosstown streets. Near 
the shopping population center. Imme- 
diate possession. The Bankers Guaran- 
tee Title and Trust Company, 191 South 
Main Street, Akron 8, Ohio. 


GARAGE FOR LEASE 


LARGE CARAGE BY AUGUST 1—Size 
56x170 feet. Two showrooms, centrally 
located. Car contracts available. Wire 
or write, Cecil Euler. Bowling Green, 0. 











ANTIQUE CARS FOR SALE 


ONE 1914 MODEL T FORD touring car. 
Looks and runs like new. Will trade for 
new Ford car. T. I. Wood, P. O. Box 
952, Brownfield, Texas. 


FOR SALE—1907 2-eylinder Maxwell, per- 
fect condition. Make an offer. George 
Rustad, Kerkhoven, Minn. 


AUTO EQUIPMENT FOR SALE 














TOW PILOT—$17.50 
(Dealers) 
Improved 1947 Model 
RED ARROW BARS—$38.82 


35 


WILL TRADE 


WILL TRADE 1946 Luscombe Silvaire, 
two-place airplane with 30 hours total 
time, for any 1946-1947 popular make 
automobile. Will pay some cash or will 
take some depending on make of car. 
Phone 53549 or write D. H. Burlage, 
1218 Granby St., Norfolk, Va. 


PIPER SUPER CRUISER, 1947, 
type. Purchased May, hangared, simon- 
ized, flown 15 hours. Definitely new, 
unscratched. Best reason for selling, 
$3,195. Will trade new or used car or 
cars on part or whole. I. Walter Sell, 
400 Franklin St., Johnstown, Pa. Tele- 
phone 21-231. 


WILL ACCEPT in trade late model auto- 
mobiles for deluxe 125 horsepower, fully 


Box 1095, Scottsbluff, Nebraska. 


STINSON AT19—Approximately 60 hours 
total time, two-way radio, license five 
place. Will sacrifice for two new Fords 
or Chevrolets and $1,500 cash. P. O. 
Box 247, Elizabeth City, N. C., or phone 
Elizabeth City 1649. 





"47 Amphibious Republic Seabee Plane 
Completely Equipped. Only 25 hours. 
4 Passenger, 2-Way Radio. 

Will Sell at a Great Saving or 
Wilt Trade for Automobile. 


IRVIN SACHS 


4539 Chestnut St. Phitadelphia, Pa. 


Complete with Guide Cables Phone Allegheny 4-4450 


Tow Bar Sales Company 





FACTORY DISTRIBUTORS MISCELLANEOUS i 
cago ENGINE REBUI ING—Cran 
100 S. Clinton St. Chi 6, ml. grinding and metalizing. John P 
Hughes Motor Co., Inc., 8 Commerce 
Sqpreeenecaniinmenss —aenne @.. Tywnehburg. Virginia 














AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation—Fort Wayne, Indiana 


12 O'CLOCK NOON—APPROX. 185 CARS SOLD LAST WEEK 
Buy and sell with confidence where your price is our price. Our only 
guarantee is that you must be satisfied. Wire us for hotel reservations. 
Drive-away service to all parts of the nation. 


WEBSTER-MARKER MOTORS 
324 W. MAIN ST. FORT WAYNE, IND. 


Col. Carl E. Marker and Col. Lee Drawhorn, Auctioneers 




















--- EVERY FRIDAY --- 
1:00 o’Clock Sharp 


HORSE HEADS NEW YORK 


LOCATED ON CHEMUNG ST., ROUTE US 17 


ABOUT 8 MILES EAST OF ELMIRA, N. Y. 


STRICTLY A DEALERS AUCTION 

















If you need cars for retail 
you can buy your month’s 
supply in 3 hours. 


If you have cars to sell 
this is the place to cash 
them quick. 










A Car Sold Every Two Minutes 


In a brand new building built exclusively for 
Auto Auctions, Bleachers, Lunch Counter, etc. 





HORSE HEADS AUTO AUCTION 
POST OFFICE BOX No. 3 
RONALD D. WEST, Owner 


JOS. E. JOHNSON 
TEX RICKARD 


STUART WEST 


FOSTER WEST Auctioneers 


Sales Managers 





SHOP EQUIPMENT FOR SALE 





TOBIN ARP SB motor bearing sizing ma- 
chine complete with eccentric saddles 
and mike. Floor sample. Will ship on 
approval. $750 complete. List price $1,- 
022.75. Falk-Zolle Co., 218 8. 10th S8t., 
Minneapolis, Minn. 


cp eeerpeeeineniseeegyeneeeeeeenenesiciementessieenenetneemeininmemmeeeee 

AIR COMPRESSOR—Purchased new one 
year ago. In excellent condition. No 
longer required because of shop reloca- 
tion. Specifications: Westinghouse 5 hp. 
three phase, 220 volt, two stage, two 
cylinder A.8S.M.E. tank. Price $445. Don 
Smith Motors, 727 Lafayette Avenue. 
Moundsville, W. Va. 


PRICED CONSIDERABLY below cost for 
quick sale individually or as lot. Wei- 
denhoff motor analyzer Allen motor 
analyzer. Allen combustion analyzer. Al- 
len syncrograph, Hobart battery charger. 


United Service sign —- Steer-O- Master. 
Riggs Motor Co., Inc., DeSote-Plymouth 
Dealer. 710 W. Broadway, Louisville 3 
Kentucky. 

GLOBE FREE WHEEL HOIST, never 
used, hydraulic type, self contained 
tank. Cost $375. take $309. Anderson 
Auto, Peoria, Illinois. 


FOR SALE—New JJ33 Van Norman brake 
drum lathe with grinder and 777 boring 
bar with sucker. Dealer price, less 25%. 
Weaver Auto Parts. Sebring, Fila. 

LEMPCO BRAKE DRUM LATHE. Moe 
JJ_ Tru-Rite. New, never uncrated 
$426.38. List price $568.50. Falk-Zolle 
Co., 218 S. 10th St., Minneapolis 2 
Minnesota. 





NEW SUBSCRIPTION ORDER 


Send Autorhotive News to Address Below 
for One Year $6 CL) or Two Years $10 1 
for which check is attached UD or send bill 0 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Street Address... Zone No....... ' 
! 
City. State. ; 
TRADE CONNECTION: 
Car Dealer [1 Truck Dealer [) Manufacturer [7 
Jobber [] Insurance [] Financial [) Supplier [ 
or.. 
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A Statement To Our Customers About Resale 


PRICES of PRODUCTS 


Built by International Harvester Company 


Here at Harvester we are concerned over 
the fact that a growing number of our 
products are appearing on the resale 
market at greatly inflated prices. 

As manufacturers, we try to produce at 
the lowest possible cost. We cannot set the 
prices at which our products—tractors, 
motor trucks, farm implements, refriger- 
ation, and industrial power equipment— 
are sold. We can and do suggest list prices 
which the great majority of our dealers 
adopt as their retail prices. _ 


$20,000,000 Price Reduction 


Our basic price policy was publicly stated 
in March, 1947, when we announced price 
reductions at the rate of approximately 
$20,000,000 per year on our products. At 
that time, Fowler McCormick, Chairman 
of the Board, said: “ANY PRICE IS TOO 
HIGH IF IT CAN BE REDUCED.” 

Practically all of our dealers cooperated 
with this policy and passed on the savings 
to their customers. 

The objective of the price reductions 
was to make it possible for customers to 
buy our products, which they need so 
badly, at lower prices. Naturally, this 
purpose is defeated when our products are 
sold by anybody at inflated prices. 


IH Production at 
All-Time Peak 


Inflated prices are caused by the differ- 


INTERNATIONAL 


ence between supply and demand. To 
increase supply, we now have the great- 
est number of employes in history on 
our payrolls—almost 90,000 in the 
United States, as against about 60,000 
prewar. Large new plants are getting 
into production in Louisville, Evans- 
ville, and Melrose Park. A fourth will 
soon be in operation in Memphis. The 
men and women now-employed are 
turning out the greatest quantities of 
IH products of all kinds that we have 
ever made. These are also the finest 
products we have ever made, and recog- 
nition of that fact is an important con- 
tributing factor to the demand for 


them. 


Distribution to Dealers 


But even record-breaking production is 
not sufficient to give your dealer—and 
other IH dealers—enough products to meet 
today’s demand. We have tried to make 
the fairest possible geographical allocation 
of our products so that every dealer would 
get a fair share, and we know that dealers, 
in most cases, have tried earnestly to make 
the fairest possible distribution to their 
customers. 

But we also know that many of our 
products—far too many—are being resold 
at inflated prices. The public criticism and 
resentment of these resales are of real con- 
cern to us, as we know they must be to our 


dealers, because such reactions endanger 


the good will of both the dealer and the 


Company in any community. 


Distribution to Customers 


Experience shows that many IH new prod- 
ucts are being resold by users who decide 
they can continue to make out with their 
old equipment after they have had an in- 
flated offer for their new equipment. To 
eliminate this, many dealers are taking 
measures to be sure that equipment pur- 
chased is for their customers’ own use and 
is not to be resold. 

Nearly all IH dealers, we believe, are 
now using the basis of PRESENT NEED as 
their primary guide for the sale of scarce 
products. The customer whose need is real 
end urgent is not likely to resell. 


What Price Should 
You Pay? 


While it may take a little more time to 
get delivery, we urge our customers to 
consider all of the factors mentioned 
here, before paying more than the list 
price for any IH product. Any IH dealer 
or branch can furnish the suggested 
list price for any IH product. 

We know that the overwhelming ma- 
jority of IH dealers are as much op- 
posed to inflated prices as we are. In 
the public interest, we have already 
asked their cooperation —and are now 
asking the cooperation of customers — 


in correcting this situation. 


HARVESTER 





dealer 





